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64th Year, No. 28 


Survey Of Major Insurers Shows: 








Many insurers in all branches of 
the business are showing increasing 
terest in policyholder reiations pro- 

ms. The National Underwriter is 
onducting a survey to bring its read- 
rs developments that should be of 
nterest, not only in their own branch 

the business but in others as well. 
ollowing are the replies from four 
leading insurers. Others will be pub- 
ished in future issues. 


STATE MUTUAL LIFE 


| Naturally, we feel that careful at- 
ention to the field of policyholder re- 
ations is essential in our business. It 
s certainly a field that has been lar- 
ely overlooked in the past, both in 
his company and in other large com- 
anies The problem is made doubly 
ifficult by the industry-wide turn- 
ver of new agents. Many policyhold- 
rs, especially in the lower middle 
lass income group, do not readily iden- 
ify themselves with one particular 
fagent or one company. 
' Currently, State Mutual has three 
mportant activities that may be class- 
fied primarily as policyholder relations 





projects. The first is the publication 
and distribution of our annual report 
each year. The second is our series of 
regional policyholder conferences 
which were initiated in 1958. The 
third is a new project which we are 
starting this year, an audit of the ef- 
fectiveness of our services to policy- 
holders. I shall comment briefly upon 
these three in order. 


Full Report Available 


For the past several years we have 
published a single large annual report 
for the company. This has usually in- 
cluded some 32 or 36 pages. By means 
of a reply card inserted with premium 
notices, all policyholders have been 
given an opportunity to order a copy 
of this report. 

The apparent interest and response 
from policyholders has been increas- 
ing each year Generally, more than 
one-half of the reports are mailed di- 
rectly to policyholders in response to 
their requests. The balance are used 
by our various field offices. We are 
considering the advisability next year 
of publishing an abbreviated report 


Policyholder Relations Programs 
Becoming Increasingly Important 


that would be suitable for blanket 
mailing to all policyholders. We have 
made no decision on this question, how- 
ever, because we are not yet geared 
to eliminate duplicate reports going to 
a single policyholder who has several 
policies. 

Our regional policyholder conference 
series was designed as a dramatic 
method of bringing the company to the 
policyholders in areas far distant from 
the home office. In this respect it is 
similar to large corporations which 
hold their annual meetings in differ- 
ent locations each year. However, it 
is not to be confused with our annual 
meeting. 


Regional Conferences Held 


So far we have held two confer- 
ences—one in Memphis late in 1958 
the other in Chicago in 1959. We are 
planning a third conference which 
will probably be held someplace in 
the midwest later this fall. The date 
and location has not yet been settled. 

We invite all our _ policyholders 
within a given geographic radius of 

(CONTINUED ON PAGE 22) 





nstitute Expects 
roup Benefits Of 
4 Billion In 1960 


Some $4 billion of insurance and 
annuity benefits are expected to be 
paid this year to American workers 
pnd their families covered under group 
life and A&S insurance and group an- 
huities, according to Institute of Life 
Insurance. 
The amount will be six times the 
total of such payments made 10 years 
pgo, said the institute, and based on 
today’s expanding volume of life, A&S 
and retirement coverages, it is esti- 
mated that 10 years hence total annual 
benefits will be at the rate of about 
15 billion. 
Aggregate benefits from these plans, 
which are chiefly written on employer- 
employe groups, were $3.6 billion in 
1959, compared with $3,198,000,000 in 
1958. Group life benefit payments were 
Imost $1.1 billion, group health bene- 
its amounted to $2.2 billion, and re- 
irement income paid under the group 
nnuities in insured pension plans to- 
taled $300 million. 
The growth of group insurance in 
the United States and its benefit po- 
ential are reflected in the annual 
analysis of the group business made 
by Institute of Life Insurance and 
Health Insurance Assn. It includes the 
Statistics of all types of companies 
writing group coverages—life, casualty 
and A&S insurance companies. 
For their group life, A&S and retire- 
Ment coverage, American workers and 
(CONTINUED ON PAGE 28) 








Benefits $2.7 Billion 
In First Four Months 


Benefits to American families from 
their life insurance policies and an- 
nuities totaled $2,713,200,000 in the 
first four months of 1960, up $156.8 
million from the same period in 1959, 
according to Institute of Life Insur- 
ance. Detailed figures follow: 


APRIL 
1960 1959 
(000 Omitted) 
Death Payments $ 270,200 $ 261,400 
Matured Endowments 56,900 54,200 
Disability Payments 9,800 10,000 
Annuity Payments 59,300 54,200 
Surrender Values 132,500 131,900 
Policy Dividends 121,400 113,500 
Total $ 650,100 $ 625,200 
FIRST 4 MONTHS 
1960 1959 
(000 Omitted) 

Death Payments $1,138,800 $1,054,100 
Matured Endowments 238,700 233,400 
Disability Payments 41,800 40,700 
Annuity Payments 51,500 229,800 
Surrender Values 544,200 502,100 
Policy Dividends 498,200 496,300 

Total $2,713,200 $2,556, 


Mutual Of Omaha To 
Sponsor ABC TV Cover 
Of Political Conventions 


Mutual of Omaha will be one of the 
major sponsors of telecasts of the na. 
tional political conventions in Los An- 
geles and Chicago over the ABC net- 
work. The company will sponsor nearly 
half of the commercial time available 
and the coverage will include the full 
network of nearly 100 ABC stations. 

The Democratic meeting will be in 
Los Angeles July 11-15 and the Repub- 
lican convention in Chicago July 25-28. 

Covering the convention for ABC 
will be John Daly and Bob Considine, 
the latter having been sponsored by 
Mutual of Omaha since 1950. 


Agent's Secretary 


Attacks Cal. Vet 
Mortgage Insurance 


California Assn. of Life Under- 
writers has pinned the labels of social- 
ism and deception on the life and 
double indemnity provisions which 
have been tacked on to the California 
veterans administration mortgage pro- 
tection plan. 

(CONTINUED ON PAGE 18) 


Senate Committee 
Urged To Go Slow 
On Aged A&S Bills 


Faulkner, Speaking For 
HIA, ALC, LIA, Questions 
Means Test In House Bill 


WASHINGTON, D. C.—E. J. Faulk- 
ner, president of Woodmen Accident 
& Life, urged the Senate finance com- 
mittee, holding hearings here on the 
House omnibus social security-medical 
care bill, to defer for further study 
any legislation that would place addi- 
tional responsibility on the government 
for the health care costs of the aged. 

Mr. Faulkner, speaking for Health 
Insurance Assn., of which he is a past 
president, American Life Convention 
and Life Insurance Assn., also said 
the House bill, HR 12580, in its pres- 
ent form provides for a means test 
that might be too liberally adminis- 
tered by the states. 

Would Cover Half-Million 

The House bill covers an estimated 
half-million persons through matching 
grants to states willing to expand 
their public assistance programs to 
include persons 65 and over who are 
not eligible for public assistance but 
still unable to meet their medical ex- 
penses. 

Following the hearings, Senate Ma- 
jority Leader Johnson said that the 
House bill could require 10 days of 
debate in the Senate when Congress 
reconvenes in August. 

Mr. Faulkner told the committee 
that the three insurance associations 
“strongly recommend that the commit- 
tee withhold approval of any health 
care proposal. We feel that in no event 
should it go beyond reporting the 
House-approved measure, HR 12580.” 

He reviewed the techniques used 
successfully by the health insurance 

(CONTINUED ON PAGE 238) 








Executive committee of the 1961 Million Dollar Round Table, who will take 
office Nov. 1: From left, Alfred J. Lewallen, general agent of Mutual Benefit 
Life at Miami, who will be serving his first term on the committee; Lester A. 
Rosen, Union Central Life, Memphis, who becomes vice-chairman; James B. 
Irvine Jr., general agent of National Life of Vermont at Chattanooga, the 1961 


chairman; Robert S. Albritton, Provident Mutual Life, 


Los Angeles, the 1960 


chairman, who will continue on the committee another year as immediate past 
chairman, and Daniel H. Coakley, New York Life, Boston, who was reelected to 
the committee. The election took place at the recent MDRT annual meeting at 
the Hawaiian Village Hotel, Waikiki Beach, near Honolulu. 
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FeNATIONAL UNDERWRITER. 


Faulkner Comments On Maclean’s Republic National 
Letter On Terminology Problem 


E. J. Faulkner, president of Woodmen 
Accident & Life and chairman of the 
committee on 
health insurance 
terminology of the 
Commission on In- 
surance, comments 
as follows on the 
letter from James 
B. Maclean of 
Yarmouth Port, 
Mass., that ap- 
peared in the June 
25 issue of The Na- 
tional Underwrit- 
er. Mr. Maclean, 
now an insurance 
consultant, is a retired vice-president 
and chief actuary of Mutual of New 
York and the author of the widely 
used text, “Life Insurance.” 





E. J. Faulkner 


I was very much interested both in 
Dr. Davis Gregg’s recent paper deliv- 
ered at the meeting of the Special 
Libraries Assn., together with your 
editorial comment on it, and the re- 
sponse that it evoked from Mr. Joseph 
B. Maclean. In describing for the 
members of the Special Libraries 
Assn. the “terminological chaos” that 
afflicts the insurance business, Dr. 
Gregg, it seems to me, has pointed up 
a problem with which many of us 
have lived for so long that our aware- 
ness of it has become blunted. 


One disagrees at his own peril with 
so distinguished a scholar and insur- 
ance executive as Mr. Maclean. In 
writing you as he did, I believe that 
Mr. Maclean has done the business a 
real service by cautioning against at- 
tempts at hasty change in usage of 
insurance phraseology. That, however, 
is not and never has been the pur- 
pose of the Commission on Insurance 
Terminology, established last year by 
the American Assn. of University 
Teachers of Insurance. 


Confusing To Many 


The commission was set up because 
AAUTI, whose members are recog- 
nized as objective, competent scholars 
and observers of the business, has 
recognized that much insurance term- 
inology is confused and confusing not 
alone to the public, but to people who 
are engaged in the insurance business. 

Not the least of these terminological 
difficulties stems from the proclivity 
of the insurance business to use the 
same word with different meanings 
when it is employed in different 
types of insurance contracts. A no- 
torious example is the word, ‘“coin- 
surance,” which means one thing in 
health insurance and something quite 
different in fire insurance. 

As the committee on health insur- 


ance terminology has discovered, it is 
(CONTINUED ON PAGE 28) 





Kelly, Lempke To 
Be Top Law, Medical 
Men At Mutual, N. Y. 


John G. Kelly, assistant general 
counsel of Mutual of New York since 
1940, has been appointed vice-presi- 
dent and general counsel, effective 
Nov. 1, to succeed Haughton Bell, who 





Dr. R. J. Lempke John G. Kelly 


is scheduled for retirement at that 


time, and Dr. Richard J. Lempke, 
medical director, has been promoted 
to 2nd vice-president and chief medi- 
cal director, effective Oct. 1, succeed- 
ing Dr. John F. Moore on his retire- 
ment. 

Mr. Kelly joined Mutual of New 
York in 1924 as an office boy. Dr. 
Lempke has been with the company 


since 1955. 
Mr. Bell started with Mutual in 
1933, advanced to assistant general 


counsel in 1938 and has been vice- 
president and general counsel since 
1950. Dr. Moore’s service dates back 
to 1927, when he became an examiner. 
He was named medical director in 
1946 and 2nd vice-president and chief 
medical director in 1958. 

Milwaukee Special Agents Assn. of 
Northwestern Mutual Life has elected 
Leroy W. Grossman president, Mar- 
ian M. Miller and Dean H. Darkow 
vice-presidents, and Michael J. Hol- 
den secretary-treasurer. 





N .Y. Releases 1959 
Disability Benefits 
Experience Figures 


Superintendent Thacher of New 
York has released the combined 1959 
experience figures of companies au- 
thorized to do business in the state un- 
der the disability benefits law. The 
experience tables show that in 1959 
some 2,460,000 employes were insured 
for the required minimum coverage. 

Experience under plans which pro- 
vide benefits in excess of those re- 
quired by the disability benefits law, 
covering an additional 1,530,000 work- 
ers, is not included in the tables, be- 
cause no significant conclusions can 
be drawn from this experience in 
view of the many variations involved. 

During 1959, the frequency of claims 
decreased, while duration of disability 
and the cost per claim showed in- 
creases. For each 100 employes in- 
sured, 6.49 received benefits as com- 
pared with 6.65 per 100 during 1958. 
The average disability period in 1959 
was 7.01 weeks as against 6.54 weeks 
in 1958. Benefit payments per employe 
averaged $230.37, an increase of $19.43. 

Superintendent Thacher pointed out 
that in comparing the 1959 experience 
with prior years, it should be noted 
that the maximum benefit period was 
increased from 20 weeks to 26 weeks 
effective June 1, 1958. The recent 
change in the disability benefits law, 
increasing the maximum benefit rate 
to $50 a week, effective July 1, 1960, 
does not affect the experience for 1959 
and prior years. 

Other 1959 vs 1958 fjgures are: 
Amount of covered payroll, $6,705,233,- 
823 and $6,439,179,996; number of ini- 
tial claims allowed, 159,518 and 157,- 
539; total number of weeks paid, 
1,118,975 and 1,030,266; losses paid, 
$36,748,788 and $33,230,675; average 
weekly rate of benefits paid, $32.84 
and $32.25; annual claim cost per em- 
ploye, $14.95 and $14.02, and average 
cost per claim, $230.37 and $210.94. 


Increases In Force 
17% In Six Months 


Republic National Life in the first 
six months of 1960 recorded a 67% in- 
crease in new business and paid 
for compared with the same period 
the year before. New life insurance 
issued in the first six months amounted 
to $701,009,172. In the same six months 
of 1959 the total was $419,520,460. 

On June 30 Republic National had 
$2,752,803,340 of life insurance in 
force, a gain of $397,113,683 over the 
total at the end of 1959, and a 76% 
greater gain than the company made 
during the first six months of 1959. 

On Jan. 1, Republic National had 
$2,355,689,657 in force, a mark that 
required 32 years to achieve. In six 
months that amount has been increas- 
ed 17%. 

Also in the first six months, Repub- 
lic National had an increase in A&S 
premium income of 37%, the total for 
the first half being $9,604,330, com- 
pared with $7,031,318 in 1959. 


301 Qualifiers F or Women 
Leaders Round Table 


Three hundred and one women life 
insurance producers have qualified 
for the 1960 Women Leaders Round 
Table of NALU, according to Arlene 
Weitzel, New York Life, Burlington, 
Vt., chairman of WLRT. 

Mrs. Weitzel said the addition of 
33 first-year qualifiers points to the 
increasing stature of women life agents 
and their ability to write larger vol- 
umes of business. 

Qualification for WLRT is a paid 
volume of $250,000 of life insurance 
during the prior calendar year and 
membership in a local association of 
NALU. 


Carolina Lite Ownership To Go 
To Guaranty Savings Life 
Stockholders of Midwestern United 
Life have been informed by President 
P. J. Schwanz that it has sold its in- 
terest in Carolina Life at a profit of 
$150,000 or 25% of the investment. The 
company additionally has a $70,000 
refund due from over-payment of 1958 
and 1959 federal income taxes. 
Announcement was made in March 
that Midwestern United owned 50% of 
a contract to purchase Carolina Life, 
the other 50% belonging to Guaranty 
Savings Life of Montgomery. Midwest- 
ern United is selling its 50% to Ernest 
H. Woods, president of Guaranty Sav- 
ings, and the originator of the contract. 
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Insurance Stock Bid 
Prices Are Given For | 
June And December 


Bid prices of 119 fire-casualty and 
life stocks, compiled by Levering Cart-. 
wright of Cartwright, Valleau & Co.,) 
Chicago, are given below as of June. 
30 and last Dec. 31. In his column on. 
page 21, Mr. Cartwright comments on) 
the average prices of these stocks com-_ 
pared with changes in the Dow-Jones_ 
averages. 


Bid Prices 
Company 6-30-60 12-31-59 
Aetna Cas. 78 8054 
Aetna Fire 79 76 
Aetna Life 8012 85%, 
Agricultural 31 28 
All-Am L. & C. 834 10 
Am. Equitable 36 401, 
Am. General 3414 331% 











American Home 43 40 
American 26 26%! 
Am. Motorists 1334 14%, 
Am. National 1% 85% 
Am. Reinsurance 43 421, 
Am. States 30% 29%, 
Bankers & Shippers 55 57 
Beneficial Std. Life 1414 16 
Boston 3356 33 
B. M. A. 4112 40 
Cal.-West. States 50 561, 
Camden 33% 34 
Combined 46 44 
Commonwealth Life 18% 21% 
Conn. General 345 354 5 
Cont. Assur. 141 155 
Cont. Cas. 72 72 
Continental 52% 541, 
Crum & Forster 64 68 © 
Empl. Grp. Assocs. 40 36 
Employers Reins. 51 53 
Farmer New World 105 110 | 
Farmers Unds. 35 35 
Federal 5642 59 | 
Fidelity & Deposit 4642 50 | 
Fireman’s Fund 56 51% 
Franklin Life 70% 8034 
General Amer. Corp. 292 340 
General Reins. 99 91 
Glens Falls 35% 34 
Globe & Rep. 19% 20% 
Govt. Employees 78 88 
Govt. Empl. | Life 58 59% | 
Great Am. 43% 43 
Great Southern Life 68 83 
Great-West Life 345 344 
Gulf Life 1858 20% 
Hanover 42% 391% 
Hartford Fire 481% 50% 
Hart. Steam Boil. 75 864° 
Home 54% 53 
Ins. Co. of N. Amer. 64 65 
Interstate F. & C. 1234 15345 
Jeff. Natl. 1842 17%) 
Jeff. Standard Life 38% 48," 
Jersey 31% 35 
K. Cc. F. & M 28% 25 
K. C. Life 1220 1420 
Liberty Natl. Life 56% 62%) 
Life Companies 1842 22 
Life & Cas. 1654 22 
Life of Va. 50% 50 
Lincoln Natl. Life 237 245 
Maryland Cas. 3512 36% 
Mass. Indemnity 40 39% 
Mass. Bonding 41 36% 
Mass. Protective 71 66 
Merchants Fire 31 30% | 
Merch. & Mfrs. 12% 13% 
Midwestern United 35% 36 
Monumental Life 52 57 
National Fire 142 142 | 
Natl. Life & Acc. 98 115 
Natl. Old Line 15'%2 15%) 
Natl. Reserve 155 158 
National Union 35% 3634 
Nationwide Corp. 32% 37% 
New Amst. Ca 50% 48% 


Ss. 7 
(CONTINUED ON PAGE 21) 





Actress Gale 
Storm holds Con- 
federate flag with 
southern — gentle- 
man, NALU Pres- 
ident William E. 
Hendley Jr., Mu- 
tual of New York, 
Columbia, S. C., at 
luncheon of Cali- 
fornia Assn. of 
Life Underwriters 
convention at San 
Francisco. Mr. 
Hendley was key- 
note speaker. 
Flanking duo are 
Arnold Panella, 
president of San 
Francisco associa- 
tion, and Miss 
Storm’s husband, 
Lee Bonnell, pres- 


ident of San Fernando Valley association. 
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made a definite move in this direction with its Prep 
Course — a unique training program which helps the 
prospective agent determine, before he signs his con- 
tract, whether he can or cannot expect success in a 
life insurance sales career. Results to date indicate 





that the Prep Course is an effective means of spotting 





strengths —- and weaknesses — early. 
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The UNION CENTRAL LIFE Insurance Company « Cincinnati 


Security for the American Family since 1867 














‘+ebut the 
country s 
most 
friendly \ 
company © 


is still the country’s friendliest... 


x ...and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)}—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—and regular rates for Waiver 
of Premium coverage. 


e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plan, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 
annual premium basis. 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building Chicago 3, Illinois 











@ Available for you— loans on your renewal 
cominissions—for additional working capital, 
for business expansion, for personal use. 
Prompt, efficient, confidential service, from an 
organization that understands the needs and 
assets of life insurance underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2. Colo. 


Mail this 
Coupon 
today 


| 

| 

| 

I am interested in your service. Please send further | 
information, at no obligation to me. | 
| 

| 

| 

| 

| 


ee a ee ee ee 
Address_____ nicht macigcen tices ee a eee 
City. ileal 
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In model classroom set up in motion picture studios at the home office of 
Aetna Life, Dr. Solomon S. Huebner, president emeritus of American College, 
delivers his famous lecture, “The Human Life Value Concept,” for motion 
picture being made by Aetna Life for presentation to American College. 











N. Y. Life Bulletins 
Its Field Force On 
No-Commission Group 


Raymond C. Johnson, New York 


| Life’s vice-president in charge of mar- 
| keting, has sent each member of 


the company’s field force a copy of 
the letter he sent to the Wisconsin 
field forces in answer to their letter 
asking the company’s position on di- 
rect-written group insurance. Follow- 
ing is Mr. Johnson’s letter to the New 
York Life field force, followed by his 
reply to the Wisconsin field forces: 


A large group of Wisconsin life in- 
surance salesmen affiliated with many 
different companies recently addressed 
a letter to the home offices of com- 
panies writing group insurance. They 
asked each company, including the 
New York Life to state its position on 
the subject of direct writing of group 
insurance, without paying commis- 
sions to life insurance agents. 

The New York Life was glad to have 
this opportunity to re-affirm its con- 
tinuing belief in the agency system, 
based on a field force of career agents 
who are well compensated for the val- 
uable services they perform. 

Since the subject is of great interest 
to many agents throughout the coun- 
try, I am enclosing a copy of my letter 
to the Wisconsin group expressing 


| New York Life’s position. 


Following is the letter to the Wis- 
consin field forces: 

We hope you will accept the follow- 
ing statement as an answer to your 
letters to Chairman C. J. Myers, Ex- 


| ecutive Vice-presidents Dudley Dow- 


ell and Richard Paynter, and the di- 
rectors of our company. 

It is our practice to adhere to the 
principle of allowing the policyholder 
to nominate the agent or broker of 
record to whom commissions are paid, 
usually in accordance with past, pres- 
ent and future services rendered. 
Should the policyholder choose not to 
designate anybody, as sometimes is 
the case, it is impracticable for the 
insurance company at its discretion 
to pay commissions. 

In adhering to this principle, the 


Dr. Huebner ‘Human 
Life Value’ Speech 
In Aetna Life Film 


Dr. Solomon S. Huebner, president 
emeritus of American College, during 
a visit to the Aetna Life home office, 
delivered another of the more than 
35,000 lectures he has given in his 
long career, but this one was recorded 
for posterity. 

Dr. Huebner, in the setting of a 
model classroom in the motion picture 
studios at the home office, gave his 
famous, inspiring talk on “The Human 
Life Value Concept,” which he intro- 
duced more than 35 years ago. 

The film will be presented by Aetna 
Life to American College as a contri- 
bution to the training of future life 
insurance men. 

Following the filming, Dr. Huebner 
was a guest at a luncheon at the home 
office. Among those attending were 
Charles J. Zimmerman, president of 
Connecticut Mutual Life; J. Harry 
Wood, managing director of LIAMA; 
William T. Fisher, assistant dean of 
Hartford College of Insurance; Davis 
W. Gregg, president of American Col- 
lege, who accompanied Dr. Huebner 
to Hartford; and from Aetna Life, 
Robert B. Coolidge and John A. Hill, 
senior vice-presidents; Howard A. Mo- 
reen, vice-president and secretary; Roe 
A. Maier and E. H. Snow, director of 
agencies, and Carl W. Eagle, assistant 
director of training. 





New York Life passes no savings back 
directly to a policyholder who does not 
nominate an agent or broker of record. 
Therefore, such policyholder receives 
ro premium abatement and no in- 
crease in dividends because of his el- 
ection not to nominate an agent or 
broker of record. We have never de- 
parted from this practice and we feel 
strongly that no incentive should be 
created directly or indirectly to en- 
courage a decision not to nominate an 
agent or broker of record. 

And as a matter of fact, there are 
very few group policies which have 
been written by our company on 
which an agent or broker has not 
been named. 
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Warns On Using Life Insurance 
As Adjunct To Something Else 


Mass distribution of life insurance 
as an adjunct to something else can be 
unsound because its temporary and un- 
certain character is likely to be mis- 
understood by the insured, Spencer L. 
McCarty, managing director of New 
York State Assn. of Life Underwrit- 
ers, warned in a recent talk before the 
Rochester General Agents & Managers 
Assn. 

“One or two of these will illustrate 


what I mean,” he said. “Life insurance 
sold with trading stamps in a grocery 
store, where the amount in force is 
very hard to determine and impossible 
to program, may not be sound for the 
individual. Another: Life insurance 
that rises and falls with your bank ac- 
count balance might be a profitable 
venture from the point of view of the 
company’s gain from mortality, but 
not as respects the benefits paid to 


beneficiaries when needed, if using the 
money in the account to pay final ill- 
ness expenses depletes the insurance 
along with the balance in the account. 


Insurance With Car Sale 


“Also, mass techniques have deliv- 
ered a thousand-dollar policy with 
every $72 of drugs bought—or $5,000 
with each new automobile, and $10,- 
000 for one year if the new house is 
purchased from the builder within 90 
days after completion. This use of term 
life insurance—as an inducement to 
accomplish some other end—tends to 





LIFE INSURANCE 


There are lots of ways of measuring the 
value of life insurance. In our way of think- 
ing, in the final analysis, the true measure 
of the social and economic value of all life 
insurance is the contribution it makes to 
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the individual and to society. 


Each year since its founding, an ever- 
increasing stream of checks has gone out 
from the Equitable Life of Iowa to its policy- 
holders and their beneficiaries — millions 


of dollars which have meant financial 


security for people. 


Furthermore, life insurance dollars are 
hardworking, productive dollars—invested 
in government, business and industry, pub- 
lic utilities, farms and homes — represent- 
ing a major contribution to the local, state 


and national economy. 


the true measure of life insurance. 


Cyuilable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867—DES MOINES 


This, we think, is 
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distort the true values of life, and 
makes transitory any solution to real 
needs. 

“I suggest that these mass plans are 
adding to the complexity and the mys- 
tery of life insurance and even intro- 
ducing uncertainty. More than this, 
the confusion it creates makes it pos- 
sible for plans to be instituted that 
capitalize on the lack of understanding 
of the individual of something that is 
done for the apparent benefit of the 
masses. 


Trades On Prestige 


“It trades on the good reputation of 
the life insurance business to issue a 
plan that may be empty of benefits to 
the individual. If our industry offers 
to the public a package of life insur- 
ance that ceases before 75% of the 
normal deaths occur (age 65) and for 
the 25% that die is tied to a personal 
asset that shrinks to zero in the first 
90 days of illness, when the insurance 
business knows that terminal illnesses 
frequently last longer—this is an empty 
policy under the guise of a mass bene- 
fit. 

“The ‘fine print’ in most individual 
policies is a thing of the past in repu- 
table companies operating in insurance 
states with adequate laws for policy 
approval. The policies for masses, how- 
ever, are still vulnerable to what has 
been called ‘fine print’ in the individual 
policies. In both instances, there is no 
suggestion here that these plans are 
not legal or that the promises are mis- 
represented or that the premium 
charged is not proper for the benefits 
rendered. It is just that the individuals 
covered do not realize what they have 
and are likely to be unhappy when 
their individual claims are presented.” 


Cites Hospital’s Situation 


Mr. McCarty cited an _ illustration 
from another mass distribution field. 
A hospital was having trouble keeping 
its employes from leaving because oth- 
er employers were offering better 
fringe benefits. The hospital was also 
having trouble balancing its budget. 
So instead of buying a life company 
plan, the hospital retained a consulting 
actuary who calculated a pension plan 
that would give all the employes who 
were working at age 65 a lifetime in- 
come of 30% of salary. This plan in- 
cluded the nurses. 

However, a close investigation of the 
plan disclosed that a nurse who could 
not stand the activity and had to quit 
at age 64 would recover nothing but her 
own contributions, plus interest at a 
conservative rate. 


Nothing Illegal In Plan 


“There was nothing illegal in the 
hospital’s solving its problem with a 
discount for high turnover that brought 
the cost of the plan within its budget,” 
said Mr. McCarty. “But the individual 
nurse discovering this at age 64 will 
not receive the news so philosophi- 
cally.” 

Then there was a small college with 
a staff of professors who can earn as 
much as $11,000 a year. The college 
contributes toward a retirement plan 
for them. These professors are depend- 
ing on a pension from this plan of 
$6,500 a year. Their rate of contri- 
butions, plus what the college is con- 
tributing, compounded at the expected 
rate of interest, will produce enough 
money to buy annuitites for about one 
out of five of the present staff. 

Four out of five don’t realize that 
they will be made so uncomfortable 
before retirement that transfer or 
resignation is their only choice. Mr. 
McCarty called this an example of a 
plan that can be defended on every 

(CONTINUED ON PAGE 31) 
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“Our greatest single benefit from RAMAC,” says James C. Moore, Assistant 


runiieaneany Controller, ‘‘is the speed with which we can obtain the status of any policy.” 


in repu- 
nsurance The system’s random access memory provides policy information almost in- 


or polic hs P ; : 
olay sos stantaneously—resulting not only in better customer service, but improved agent 


vhat has relations as well. Now commission checks, previously not available for two weeks, 


ndividual are in agents’ hands just three days after closing. 
ere 1S no 


lans are Change-over to RAMAC was smooth and efficient at South Coast Life, thanks to 


pc in advance planning and IBM’s concept of Balanced Data Processing—compatible 


benefits systems backed up by complete facilities ranging from personnel education and 
sob ci systems analysis to reliable service engineering. 

ey have 
oy when For full information about the benefits RAMAC 305 can bring to your insurance 


esented.” operations, call your local 1BM representative. Like other IBM data processing 
equipment RAMAC 305 may be purchased or leased. 
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Mr. Joe Woodward, President of South Coast Life Insurance Co, 
and Mr. James C. Moore, Assistant Controller, watch the IBM 
RAMAC 305 in action at the company’s Houston headquarters. 
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Sees Insurance PR In 
Ascendance, Paving 
Way For Acquisitions 


The insurance industry has lagged 
behind but is beginning to realize the 
value of using public relations in pro- 
perly representing the world’s largest 
industry, Joseph N. Mitchell, president 
of Beneficial Standard Life, told mem- 
bers of Public Relations Society of 
America at Los Angeles. 

Speaking on “The Importance of 
Public Relations in the Acquisition of 
Subsidiary Companies,” Mr. Mitchell 
pointed out the need for well-defined 
communications as a tool of adminis- 
tration. 

“In the past the insurance industry 
may have had some conservative re- 
luctance in communicating with the 
public,” he said. “Today, however, a 
job is being done of telling our story 

. . the insurance industry is becom- 
ing more PR-oriented as we offer new 
policies, develop new methods of dis- 
tribution, new procedures and merge 
with or acquire new companies.” 

Mr. Mitchell said it is important that 
a company’s various publics under- 
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stand the reasons behind the acquisi- 
tion of a subsidiary and resulting ad- 
vantages to policyholders, stockhold- 
ers, employes and the local community. 
He described how his company de- 
pended heavily on public relations 
methods in acquiring its four sub- 
sidiaries: Beneficial Fire & Casualty, 
Fidelity Interstate Life, Vermont Ac- 
cident and British Pacific. 

“Looking back now on the acquisi- 
tion of our subsidiaries,” he reflected, 
“T would say that each step along the 
way it was necessary that Beneficial 
Standard use various media of com- 
munication to tell its story ... the 
story of who we were, what we were 
attempting to accomplish, why we were 
doing it and when it would take place. 
I believe it imperative for manage- 
ment to study techniques of communi- 
cation and become proficient in their 
use. Management simply has need for 
counsel, when one realizes the com- 
plexities of running a business that in- 
volves the interests of numerous em- 
ployes, suppliers, communities, etc.” 

Mr. Mitchell predicted that insur- 
ance will grow at an even faster pace 
than it has as companies and indivi- 
duals recognize their responsibilities. 


Beginners In General 
Insurance Found Good 
Candidates For Life 


Considerable success in recruiting as 
life agents young men just starting out 
in the general insurance business has 
been experienced by the Grosten 
agency of Manhattan Life at Los An- 
geles. General Agent Richard M. Gros- 
ten described his recruting and train- 
ing methods at the company’s recent 
general agents’ meeting in Chicago. 

The young general insurance man 
is approached by pointing out the po- 
tential of life insurance sales as a 
source of additional income. Later, the 
men with aptitude for life insurance 
often drop general insurance to spec- 
ialize in life. 


Letters To Clients Help 


Mr. Grosten said that letters to his 
personal policyholders asking them to 
suggest names of young men who 
might be interested in a career in life 
insurance had been quite productive. 

Loyalty to the company and to the 
agency are viewed as primary con- 
siderations. Rather than training men 
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Even though you can do the job yourself, there’s nothing 

like having a “little extra help” to give it just the right touch. 
Every Prudential representative knows that “something extra” 

is always available to him—Prudential’s well-coordinated 
Advertising and Sales Promotion Program. He can expect—and get— 
not only a variety of sales promotion pieces, but also the 

added support of coast-to-coast Sunday newspaper advertising 
and nationwide television. These “extras,” that he can 

always depend on, help every Prudential representative bring 

more protection to an ever-increasing number of clients. 
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who have been with another company, 
Mr. Grosten favors taking a beginne 
in the life field, or a recruit from the 
general insurance field, and traini 
him from the ground up. All but two 
of the Grosten agency’s agents hav 
been trained “from scratch.” 

Earliest Production The Aim 

The aim with each new agent is to 
get him into production as fast as pos. 
sible to offset the financing problem, 
There are daily meetings with new 
men, and a staff man goes out into the 
field with them. 

Every effort is made to build pres. 
tige for the agent. He is taught to de 
velop a mailing list, and to mail reg. 
ularly the agency’s monthly bulleti 
and other literature. Each agent is en 
couraged to speak at public meeti 
and write articles for insurance jour: 
nals. 


Can Discuss Problems 


At the Grosten agency’s weekl 
meetings, beginners have an opportun 
ity to discuss their problems wit 
specialists, and keep abreast of ne 
trends and developments in life in 
surance, especially when related 
gift, estate and income taxes. 

In concluding his talk, Mr. Gros 
discussed women agents and m 
over 45. They are highly receptive 
thorough training, he said, and inva 
ably have a high degree of loyal 
Furthermore, life insurance selling 
a natural for them, for they have t 
freedom of action they desire. ; 


No. American Life. Aé&H 


Holding Sales Seminars 

The initial session of a series of re 
gional sales seminars for general agent: 
was held in Chicago, June 22-23 by 
North American, Life, A&H. Th 
company’s life agency sales team, leé 
by Vice-president George Vogler, wil 
conduct similar two-day meetings ir 
San Francisco, Phoenix, Dallas, St 
Petersburg and Philadelphia. ; 



















Offers Increasing Term Rider 

Sun Life of Baltimore has intro 
duced a rider providing a death bene 
fit which increases with each policy 
year. For an initial rider amount of 
$100, the death benefit is $100 in the 
first policy year, $200 in the second 
$300 in the third, etc., continuing unti 
expiry date of the rider, age 65 for 
those issued ages 20 through age 58h 
For issue ages 56 through 65 the . 







expires in 10 years. 















Kent Little, agent for New York 
Life at Middletown, O., and his famil] 
relax at Lehigh Acres, Fia., whi 
awaiting the final decision in the All 
America Family contest, in which th 
were chosen to represent their hom 
state. 
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Franklin Schedules 4 
July Agency Meetings 


During July Franklin Life will hold 
four agency conventions which will 
be attended by approximately 1,500 
sales leaders and wives. 

The first occurred this week at the 
Americana Hotel, Bal Harbour, Fla. 
Guest speaker was William S. Hendley, 
president National Assn. of Life Un- 
derwriters. 

The site of the second will be the 
Greenbrier Hotel, White Sulphur 
Springs, W. Va., July 11-14, with Hol- 


FeNATIONAL UNDERWRITER 


gar J. Johnson, president Institute of 
Life Insurance, addressing the begin- 
ning session. 

The third convention will be at the 
Stanley Hotel in Estes Park, Colo., 
July 18-21: Guest speaker for the ini- 
tial meeting will be Lester O. Schriver, 
executive vice-president NALU. 

The fourth and last will be at the 
Mark Hopkins Hotel, San Francisco, 
July 25-28. Walter M. Casey, sales an- 
alyst, will be the featured speaker. 
Special guest for the meeting will be 
Mayor George Christopher of San 
Franciso. 


Security Mutual (N.Y.) 
A&S Series Is Non-Can 


Security Mutual of New York will 
begin writing a new series of non- 
cancellable A&S policies on July 1. 
The new series will replace Security 
Mutual’s present non-cancellable and 
commercial disability plans and after 
July 1 the company’s loss of time pro- 
gram will be exclusively non-can. 

With the series, Security Mutual 
will for the first time extend its non- 
can coverage to farmers and to busi- 
ness and professional women. In addi- 
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e Rates to sell today’s market at today’s prices — including special features 
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tion, accident policies are being made 
available for both men and women 
on a non-can basis. 

The series is made up of five pol- 
icies, three A&S and two accident 
policies. One A&S policy for men of- 
fers 12-, 18-, 24-, 36-, or 60-month 
maximum benefit periods for total dis- 
ability with an optional lifetime acci- 
dent benefit. An A&S policy for busi- 
ness and professional women offers 
a choice of 12-, 18- or 24-month bene- 
fit periods for total disability. 

A long range A&S policy for men 
provides sickness total disability bene- 
fits for 10 years or to age 65 and 
lifetime accident. Accident policies for 
both men and women provide total 
disability benefits for five years with 
an optional lifetime accident benefit 
available to men. 

On A&S plans for men, partial disa- 
bility is optional. A six-month partial 
benefit may be selected to cover both 
A&S or accident alone. Partial disa- 
bility benefits for accident are pro- 
vided in the A&S plan for women and 
the accident plans for both men and 
women. 

Writing limits have been increased 
to $500 and covered occupational 
classifications have been added. Acci- 
dental death benefits for men and wo- 
men may be written in face amounts 
from $1,000 to $10,000. Elimination 
periods available are for 7, 14, 30, 60, 
90, 180 and 365 days. 


Stowell Concerned Over 


Blue Cross Rate Requests 


Although a public hearing has been 
scheduled on or after July 11 in Cin- 
cinnati on a proposed 28% rate in- 
crease sought by the Hospital Care 
Corp. of Southwestern Ohio (Blue 
Cross), Superintendent E. A. Stowell 
has already expressed concern that 
future increases in Blue Cross costs 
“may well destroy the entire volun- 
tary non-profit re-payment program.” 
He said the public hearing has been 
called at the request of certificate 
holders who are objecting to _ in- 
creases in medical costs which appear 
to be far in excess of the general rise 
in living costs. The proposed rate in- 
crease involves $10 million annually. 

The department plans to check into 
the question of whether Blue Cross 
has become a means of subsidizing 


“exaggerated expansion” of hospitals) 
and whether hospital officials have 
contributed to higher rates by allow-) 


ing patients to stay too long in the 
hospital. 


Modern Woodmen Agents Meet 

A three-day sales conference at 
Nippersink Manor, Genoa City, Wis. 
was attended by 96 leading agents of 
Modern Woodmen, many with their 
families. The fraternal received a ci- 
tation from Boy Scouts of America 
for its support of scouting. 
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55 Life Companies 
Licensed To Write 
On Military Bases 


The U. S. Defense Department has 
licensed 55 life companies to write 
business on military installations ov- 
erseas during the year beginning July 
1. Last year 46 companies were li- 
censed. 

A spokesman for the department 
said that for the third consecutive 
year no licenses were revoked for vio- 
lation of the strict sales practice reg- 
ulations. However, two companies— 
Trans American Life of Fort Worth 
and Gibralter Life of Dallas—did not 
have their licenses renewed because 
they failed to meet the required show- 
ing of continued successful operation 
over the past five years. 

According to the department, 67 life 
companies, a record number, applied 
for authorization to solicit business on 
military bases abroad. Of these, 12 
applications were denied for failure to 
meet the stiff regulations. 


List Of Companies 


Companies for whom licenses were renewed 
are All American Assurance of Louisiana; 
American Bankers Life of Florida; American 
Life, Delaware; American Life, Dallas; Atlas 
Life, Tulsa; Beneficial Standard Life; Century 
Life, Ft. Worth; Continental Assurance; Crown 
Life; First Pyramid Life, Little Rock; Govern- 
ment Personnel Mutual Life; Life of North 
America; Life Insurance Society of America, 
Birmingham; Manufacturers Life; Massachu- 
setts Mutual; Metropolitan Life; Midland Na- 
tional Life, South Dakota; Mutual Savings 
Life, Alabama; Educators Life, Ft. Worth; Na- 
tional Fidelity Life, Kansas City; National 
Travelers Life, Des Moines; North American 
Life of Chicago; Occidental of California; Oc- 
cidental of Raleigh; Old American Life, 
Seattle; Old Line Life of Milwaukee; Pacific 
National Life; Pioneer American, Ft. Worth; 
Postal Life; Pyramid Life of Kansas; Re- 
serve Life, Dallas; Security Benefit Life, To- 
peka; Service Life, Ft. Worth; Rio Grande 
Life, Dallas; Standard Life & Accident, Okla- 
homa City; United Life & Accident, Concord, 
N. H.; United Services Life, Washington, D. C., 
and United States Life. 

Companies receiving licenses for the first 
time are American National, Galveston; Bank- 
ers Life of America, Dallas; Central National 
Life, Omaha; Constitution Life, Chicago; 
Equitable Society; Government Employees 
Life; Homesteaders Life, Des Moines; Kansas 
City Life; Lincoln National Life; Monarch 
Life; Mutual of New York; North Carolina 
Mutual Life; Pan-American Life; Pilot Life; 
Union Life, Little Rock; United American 
Life, Denver, and United Benefit Life. 


Equitable’s TV Program 
To Be Resumed In Fall 


Equitable Society’s American Heri- 
tage television series will continue in 
the 1960-61 season with three hour- 
long and four half-hour programs, 
whose subject will be events and fig- 
ures in American history. 

The series will be produced by Mil- 
dred Freed Alberg, in collaboration 
with the editors of American Heritage 
magazine. The first of the series will 
be presented Oct. 21. 

The Heritage show last season won 
several prizes including the Thomas 
A. Edison Foundation award and the 
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National Assn. for Better Radio & 
Television’s award for the outstanding 
educational television program of the 
season. 


Nw Mutual Agents Set 
Date For Annual Rally 


The 80th annual meeting of Assn. 
of Agents of Northwestern Mutual 
Life will be held in Milwaukee, July 
25-27. Dennis E. McTigue, district 
agent, Fort Dodge, Ia., is president of 
the association, which comprises all 
Northwestern Mutual agents. Home 
office liaison representative working 
with the committee in presenting and 
preparing the program is Harold W. 
Baird, superintendent of agencies. 

Unique in the life insurance indus- 
try, the association’s annual meeting 
is planned by and for company agents 
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and those attending pay their own 
way to the meeting and their own ex- 
penses while in Milwaukee. During 
the meeting, there will be individual 
sessions of the general, district, and 
special agents associations—whose 
presidents are, respectively: Frank R. 
Horner, general agent, Madison, Wis.; 
A. F. Moore, district agent, Ottawa, 
Ill., and Robert A. Files, special agent, 
Cleveland, O. 

Top company officers have been in- 
vited to address the meeting. Current 
developments in life insurance plan- 
ning and in sales techniques will be 


stressed thoughout the _ three-day 
gathering. In addition to the general 
and workshop sessions, there will be 
a luncheon for agents attending their 
first national meeting; a luncheon for 
wives of agents; a breakfast for mem- 
bers of the Half Million and Over 
Club; and the company’s third CLU 
post-graduate clinic following the 
close of the annual meeting. 


150 Aetna Leaders 
Qualify For First 
Of Three Regionals 


Aetna Life’s Corps of Regionnaires 
—the company’s organization for lead- 
ing producers—got its 1960 series of 
regional meetings under way at the 
Broadmoor Hotel in Colorado Springs 
with some 150 western and midwest- 
ern leaders qualifying for attendance. 

Twelve Honor Guardsmen, those 

(CONTINUED ON PAGE 30) 


The Gilles agency of Columbus, O., 
led General American Life agencies 
in individual life sales during May. 


AT YOUR COMMAND ... THE 13 PRINCIPLES 


now you can hear... 


—-- Tink 


an 
book on this 
NEW record album! 


Easy-to-learn . . . modern. . . and 
effective, the album is a “MUST” 
if you desire greater WEALTH... 


HAPPINESS... and SUCCESS! 


If you want to be a great musician, 
ball player or artist, you would 
study and learn from the best men 
in those respective fields. WHY 
NOT LEARN FROM THE 
‘““GREATS’’ WHO COLLABO- 
RATED WITH NAPOLEON HILL 
13 SUCCESS 


TO CREATE THE 


: OF SUCCESS! 

















*OVER 
3,000,000 
COPIES OF THIS 
BOOK SOLD!! 


ONLY $4.95 


PRINCIPLES CONTAINED IN 


“THINK AND GROW RICH”! 


You will gain the same MAGIC 
POWERS that made Carnegie, Mor-. 
gan, Hill, Rockefeller, Woolworth, 
Bell, Edison, Ford, etc., the great 
men they were...the rich men 
the power they 


they were... 
enjoyed ... their fame according 
their own testimonies! 


This 12-inch, LP album was recorded 
to give you the finest quality and 


highest fidelity possible! 
NARRATED BY 























ACT NOW! 


Mail this coupon for your 
copy of the "Think and 
Grow Rich" record album 
ae 0) BY, 0 
THINK AND 
GROW RICH” 










SUCCESS 
MOTIVATION 
INSTITUTE 
INC 







is produced by 


EARL NIGHTINGALE 


Here’s exactly what this album and its vital message 
will do for you.. 

¢ It will give you self-confidence. 

¢ It will develop within you the instinct of leadership. 

¢ It will show you how to turn failure into success. 

¢ It will give you poise, power and a pleasant personality. 
¢ It will teach you to think accurately and to crystalize on 


a definite plan. 
d It will teach you how to DOUBLE your income. 


¢ It will show how to get others to cooperate with you. 
¢¥ It will help you develop new enthusiasm. 

IN OTHER WORDS, WHEN YOU APPLY THE 13 
SUCCESS PRINCIPLES FOUND ON THIS ONE RECORD 
ALBUM—YOU WILL BECOME A COMPLETE SUCCESS! 


to 





SUCCESS MOTIVATION INSTITUTE, INC. 


PAYMENT BOX 7614 © WACO, TEXAS 

ENCLOSED Please send me_ copies of “THINK AND GROW RICH” 

Cj M.O. at $4.95 each. I understand they will arrive in perfect 

( Cash condition and that each album will be accompanied with 
a printed booklet containing the complete narration. 

C] Check NUL7 


(0 ¢.0.D. (You NAME 
pay postage on 
C.0.D. orders ) 














(please print) 
ADDRESS. 





STATE 





CITY. 
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SPOT CHECK INDICATES: 





FieNATIONAL UNDERWRITER 


Awareness Of Home Office ‘Factory’ 
Costs ‘Varies Widely Among Companies 


NEW YORK—Life companies differ 
suprisingly in the extent to which 
their managements are making use of 
scientific management techniques, ac- 
cording to E. R. Flitcraft, insurance 
division director of Profit Counselors, 
Inc., management consultant firm of 
New York and Chicago. 

Mr. Flitcraft has just completed a 
two-month trip durimg which he 
talked with life company presidents 
and other senior officers of some two 
dozen life companies in a wide range 
of sizes. He found most presidents to 
be highly sales-minded, but he told 
Tue NATIONAL UNDERWRITER he felt 
many were overlooking the savings 
that could be effected by more effi- 
ciency in the “factory” aspect of the 
operation. Some, he said, told him they 
didn’t even know what their produc- 
tion costs were. 

“Can you imagine the president of 
U. S. Steel, General Motors or any 
other successful corporation, for that 


matter, not knowing his factory costs 
as well as his sales costs?” Mr. Flit- 
craft remarked. 

On his trip he asked an executive 
of one of the 10 largest life companies 
if he knew at what percentage of its 
potential the clerical force was operat- 
ing. He said he didn’t know. Was it 
as much as 60%, Mr. Flitcraft asked. 
The executive said he wished it were 
as high as that. 

At another giant company, an exec- 
utive said the company is so autonom- 
ous that the top management had 
failed to persuade a department head 
to improve his operations with a bet- 
ter plan that had been proposed to 
him. The department head’s answer 
was that the company always made 
money, the department had been han- 
dled the same way for 25 or 30 years, 
so why change now? 

To the president of a much smaller 
fompany with whom Mr. Flitcraft 
talked he happened to remark that a 


competing company in the same area 
had had almost two years of help from 
a fine firm of management consultants 
in employe training, cost controls and 
setting up of a work measurement 
program. 

The president answered, “They 
needed a lot of help over there. They 
were in real trouble. We’re in good 
shape. We never have been that bad. 
Sure, our costs are rising—but aren’t 
everybody’s? No, I don’t know what 
our productivity is. But we’re making 
money.” 

Mr. Flitcraft talked to an executive 
of another long-established major com- 
pany and was surprised to learn it had 
never had a methods or planning com- 
mittee, though just the week before 
it had pulled two young men out of a 
minor department to initiate this func- 
tion. 


Lack Of Controls Cost $100,000 


Of another company, Mr. Flitcraft 
observed, “‘As superficial as my survey 
interviews were, I could readily see 
that this company was needlessly blow- 
ing $100,000 or so a year just for lack 
of cost controls.” The vice-president in 
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Not only is the Lincoln National agent 
trained to prescribe for his clients personal 
insurance needs; he’s also equipped with 
an extremely broad range of coverages 
(Life, A & S, and Group) with which to 
fill his prescription. 

Lincoln National’s thorough training 
courses and broad range of insurance plans 
provide two more reasons for our proud 
claim: LNL is geared to help its fieldman. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 
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charge of the department was ap- 
prised of this but couldn’t make up 
his mind what to do. 

One problem Mr. Flitcraft found tc 
exist quite generally is the difficulty 
that even an able methods analyst has 
in getting cooperation from depart- 
ments he is studying. In one company 
the analyst was able to penetrate only 
60% of the total number of depart- 
ments. 

The same problem of jealousy and 
distrust often prevents getting full val- 
ue from seminar attendance. The de~ 
legated employe gets a lot of good out 
of the seminar but on his return the 
man has to cope with internal jeal- 
ousies, office politics, smugness, stodgy 





ici 


DEM Ie oie 


EROS: 


thinking, complacency, even if he has é 


the ability to impart his newly ac- 


quired knowledge effectively. 

Among the questions Mr. Flitcraft 
sought answers for on his trip were 
these: How can you price your product 


without first being able to measure | 





the true costs? Do you want effective | 


cost controls and their resultant sav- 
ings? Do you need specific cost reduc- 
tions in your clerical functions? Are 
you fully aware of your “people” prob- 
lems? Do you feel if you already have 


PTO INES 


planning and methods units it would | 


be wise to have this program double- 


checked by outside authorities on pre- — 


ee AD 


determined work measurements? Are i 
you completely satisfied with the mem- © 


bers of the management team? Are > 
sales keeping pace with population ~ 


growth? 

Even though a company may decide 
it needs outside consulting help, Mr. 
Flitcraft believes that it is better to 
have a preliminary survey done than 
to start right in with the main project. 
This preliminary survey would take 
the form of a confidential operations 
evaluation for the president, which 
would take a couple of consultants 
about a week. From this the consul- 
tants would recommend to the presi- 
dent those areas most urgently re- 
quiring corrective action. 


Ohio National Sets Record In May 

The field force of Ohio National 
produced $27,227,000 of business dur- 
ing president’s month, making May 
the best month in history. Top indi- 
vidual producer was George S. Sev- 
erance of the Aspegren agency, Chi- 
cago, who wrote $1.1 million of new 
business. 








Dr. Harry E. Ungerleider, consulting 
medical director of North American 
Reassurance, right, who was elected 
president of the American Therapeutic 
Society at its annual convention in Mi- 
ami Beach, presents the society’s Os- 
car B. Hunter memorial award in ther- 
apeutics to Dr. John H. Moyer, profes- 
sor of medicine and chairman of the 
department of internal medicine of 
Hahnemann Medical College, Phila- 
delphia. Dr. Ungerleider, during the 
past year, was chairman of the society’s 
committee on scientific awards. 
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shopping 
fora 
low-cost 
simplified 
small group 
pension 
plan? 
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Call Nat ion wide NOW, «sfor full information about the most 


exciting new Group Annuity Plan ever offered! Designed especially for small busi- 
ness firms (as few as three employees), Nationwide’s Retirement Security Plan re- 
duces administrative costs, puts premium dollars to work for benefits. Benefits for 
key stockholder-employees up to $96,000 cash, or up to $670 a month after retire- 
ment, with rates and benefits guaranteed for life. Simplified administration . . . 
no trust agreements...no individual policies mean satisfied employers. For you— 
liberal original commission plus renewal fees. Fifty skilled specialists in the field to 
bring you local, qualified service. 
Contact Nationwide now! Call wate 
collect or write: Bob Vanderbeek, 
Pension Sales Manager, 246 North 7 , 
High Street, Columbus 16, Ohio. —. 
Phone: CApital 8-4711. 


ATIONWIDE 


America's most progressivé insurance organization 





Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./home office: Columbus, Ohio 
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Mountain Of N.Y. 
Be On 135 Tapes 


By midyear, 1961, when New York 
Life estimates it will have finished 
converting its vast and complex billing 
and accounting system from a mech- 
anical setup to an electronic data pro- 
cessing system, all the pertinent facts 
about the company’s 5 million policies 
and 135,000 mortgage loans will be 
stored on 135 reels of magnetic tape, 
thus eliminating the storage problems 


FeNATIONAL UNDERWRITER 


Life Records To 
By Midyear, 1961 


of some 13 million punch cards and 
speeding up immeasurably its clerical 
procedures. 


At Halfway Point 


This was the company’s official es- 
timate as it reached the halfway point 
in the installation of what it believes 
will be the biggest non-government 
electronic data processing system in 


the world under a single roof, with the 
putting into operation of an RCA 501 
at the home office. 

Sometime next year, probably by 
late spring, the company will have an 
electronic data processing system con- 
sisting of two RCA Bizmacs, three all- 
transistorized RCA 501s and one IBM 
705. The RCA units—the two Bizmacs 
and one 50l—are already being used 
by the comptroller’s department and 
the actuarial department. 

A second 501 is scheduled for in- 
stallation sometime in July and the 
third in 1961. Conversion of all the 
data to magnetic tape is expected to 
follow this final installation within a 
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short time. Instead of the several floors 
of space presently required for records 
storage, the 135 reels, which are 10 
inches in diameter and 14 inches thick, 
can be stored in two four-drawer filing 
cabinets. 

According to John L. Burns, presi- 
dent of Radio Corporation of America 
who with New York Life President 
and Chairman Clarence J. Myers, was 
present when the first of the three 501 
systems went into service, the New 
York Life operation will, when com- 
pleted, have certain definite advan- 
tages over other such systems. 

Said Mr. Burns, “New York Life has 
taken a different approach from that 
of other major life insurance compan- 
ies to the use of electronic equipment 
in accounting operations. Its programs 
for converting data to electronics are 
written on an integrated basis for all 
five functions for which the data pro- 
cessing equipment is to be used—pre- 
mium billing and accounting operations 
on premiums, policy loans, commis- 
sions and dividends—rather than on 
the basis of converting one process at 
a time. 

“The advantages of this approach 
are the time and expense savings re- 
sulting from elimination of duplicate 
programing and duplicate conversion 
efforts,’ Mr. Burns said. : 


Original Programing Complicated 


The original programing for the 
New York Life integrated approach 
is considerably more complicated than 
the programing for a _ single-process 
conversion. However, since there is 
some similarity and relationship be- 
tween the figures of all five functions, 
the original programing of integrated 
data is less expensive and less open 
to duplication than if the company 
were to make the conversion in five 
separate steps. 

As New York Life has planned the 
system, the IBM 705 will continue to 
be programmed and used only for act- 
uarial situations. After a thorough in- 
vestigation the company felt that, for 
its purposes, the 705 seemed best 
suited for the peculiar problems of 
the actuarial department. On the other 
hand, the Bizmacs and the RCA 501s 
lend themselves to billing, record keep- 
ing and other functions of the comp- 
troller’s department. 


Bizmacs, 501s Compatible 


One interesting feature of the Biz- 
mac-501 setup is that the two machines 
are compatible. In other words, a 501 
with a signal converter will handle 
tapes prepared for the vacuum-tube- 
equipped Bizmac. 

Installation of electronic equipment 
resulted from a study some years ago 
by New York Life, conducted to find 
some method of speeding up actuarial 
calculations and simplifying account- 
ing operations that were rapidly be- 
coming too unwieldy for human per- 
sonnel to handle efficiently. 

“We placed our first order for elec- 
tronic equipment because we realized 
only this type of equipment could han- 
dle the immense amount and complex- 
ity of work demanded by the modern 
insurance business,” Mr. Myers said. 

To date, he added, about 25% of the 
5 million policy records and all of the 
135,000 mortgage loans have been 
transferred from punch cards to mag- 
netic tape. 

New York Life’s data processing 
system will perform a massive ac- 
counting job. When completed, it will 
run through the entire master file of 
5 million policies each working day, 
turning up an average of 2% daily, or 
100,000, that needs current clerical 

(CONTINUED ON PAGE 29) 
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Cnillh Awa “SWEET 
og tw) STXTREN” 


We are talking about 





Carl Homann . 


years and not age. CARL HOMANN, our 
General Agent in Madison, Wisconsin, 
has qualified sixteen consecutive years 
for the National Quality Award. 
SURELY this signal recognition of his 
superior quality of life insurance 
service 1s a remarkable achievement. 
WE proudly salute Carl Homann 
on this wonderful accomplishment. 


Here are sixteen others with Mutual Trust who have received the 
award, but have not yet reached ‘‘Sweet Sixteen.”’ 


Harold Rapalee Howard M. Katzen Charles W. Walter 
Elgin, Illinois New York, New York Cincinnati, Ohio 
Donald P. Bergquist, C.L.U. Gordon G. Bandow Roy E. Pease 
Minneapolis, Minnesota Denver, Colorado Sumner, lowa 
Sophie Lubroth Frank R. Cole LeRoy H. Greenfield 
New York, New York Madison, Wisconsin New York, New York 
Bernard Bergen Dwight W. Heminger Bernard Kooper 


New York, New York Pomona, California New York, New York 


NMiutual "Trust 


LIFE INSURANCE COMPANY 
Chicago 


Norman S. Fedderly 
Madison, Wisconsin 
Milton A. Schaaf 
Manitowoc, Wisconsin 
Samuel L. Paris 

New York, New York 
John |. Kuebler 
Appleton, Wisconsin 
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American Investment Life 
To Move Administrative 
Setup To Houston Aug. 1 


American Investment Life will 
transfer its administrative operations 
from Nashville to Houston on Aug. 1. 
The Tennessee-chartered life company 
will consolidate its internal operations 
with those of American Investors 
Life in the 21-story American Invest- 
ors Building. 

Both life companies are wholly-own- 
ed subsidiaries and members of Amer- 





ican Investors Corp. insurance group. 
Despite the move, American Invest- 
ment will still retain its Tennessee 
charter. 

The parent organization estimates 
that the consolidation of auditing, un- 
derwriting, policy issue, policy con- 
servation, actuarial and IBM depart- 
ments of the two subsidiaries will re- 
sult in savings of a minimum of $150,- 
000 annually. 


Mutual Trust Life has been licen- 
sed in Utah and now is entered in 22 
states, 


TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


INNUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can “measure up" to these 


qualifications:. 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


expense arrangement. 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 





Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
"special" coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an “Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Insurance 
Company 


Col. William J. Rushton, President 


BIRMINGHAM, ALABAMA 


Hie NATIONAL UNDERWRITER 
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Mayor Wagner of New York presents to John L. Cameron, president of 
Guardian Life, a proclamation designating the week of July 16 as “Guardian of 
America Week,” to commemorate Guardian’s 100th anniversary. At ceremonies 
in the mayor’s office are, from left, Dorothy B. Goldsmith and Michael Con- 
forti, presidents of the company’s women’s and men’s service clubs; Mayor 
Wagner; William A. Smith, chairman of the employes advisory board; Mr, 
Cameron; Daniel J. Reidy, vice-president and general counsel and chairman of 
guardian’s centennial committee, and William Apfelbaum, of the Samons-Press 
agency at New York, who is vice-chairman of the Leaders Club. 


Western & Southern Adds 


To Its Prosperity Holdings 


CINCINNATI—Western & Southern 
has acquired, through purchase and 
exchange, a large amount of property 
near its present home office. It is ap- 
parently a long range move, with no 
immediate building plans, but it at- 
tracted much attention in the Cincin- 
nati daily papers. 

Western & Southern, which already 
owns and occupies the entire area 
bounded by Fourth, Broadway, Fifth, 
and McAllister streets, now also owns 
a large proportion of the property be- 
tween Fourth, McAllister, Fifth and 
Lawrence streets, the last street be- 
ing the next one east of McAllister. 
This is one of the largest assemblies 
of property in downtown Cincinnati. 





Los Angeles Managers 


Elect Barton President 

G. Sydney Barton, Penn Mutual, has 
been elected president of Los Angeles 
Life Insurance Managers’ Assn. to suc- 
ceed Thomas G. Murrell, Mutual Bene- 
fit Life. Jack White, Prudential, is 
vice-president, and J. Clayton Schae- 
fer, ‘Great-West Life, is secretary- 
treasurer. 
Connecticut General Discount On 
Advance Premiums Raised To 4% 

Connecticut General has increased 
to 4% the discount rate on premiums 
paid in advance under individual life 
and annuity contracts. Premiums may 
not be paid more than 25 years in ad- 
vance and the maximum amount on 
any one life is $250,000. 








@ A complete new line of low cost life insurance 
policies featuring graded premiums and lower rates 
for women. Commercial, Guaranteed Renewable, / 








Non-Cancellable Accident and Sickness policies. 4 Incl 
Liberal Check-O-Matic. 4 mse 
@ Substantial training tools, including career compen- volunt 
sation, production incentive plans, excellent training Smium 
program. Tpaid-u 





@ Liberal commissions, training allowance, lifetime service 
fees, Group Life, Hospitalization and Major Medical, non- 
contributory pension. 


Company's 55-year record is unexcelled in quality and service. 
WALTER H. HUEHL, President ARNOLD BERG, C.L.U., Agency Vice President 
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NEW YORK—Life insurance for 
college expenses has a lot of appeal 
and would have a 
lot more if only 
the youngster 
could start at, say 
age 25 instead of 
18, thereby less- 
ening the substan- 
tial annual prem- 
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College Expense Rider Gives Parent 
7 Additional Years To Pay Premiums 


edness against the nonforfeiture values 
is eliminated and the rider premiums 
cease. 

Suppose a child is age 5 when the 
College Paid-For rider is added to a 
new or already in force Home Life 
policy. The rider is actually a 13-year 
endowment, with premiums payable 
for 20 years. It guarantees the educa- 
tion fund, whether the father lives or 


dies. If he elects premium waiver on 
the base policy and rider, the plan will 
be guaranteed even though he should 
become totally disabled. 

If the child should die before the 
endowment matures, all the endow- 
ment cash value is returnable or may 
be used to supplement a rider pur- 
chased for another child. 

As college begins, the student’s 
life becomes insured for the full 
amount of the endowment in addition 
to the guaranteed annuity payments. 
This insurance generally continues for 
12 years. 
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If the father dies after the annuity 
begins, the indebtedness against the 
base policy is liquidated. 

The insurance on the student may 
be converted to permanent insurance 
at any time up to two years before it 
expires without evidence of insura- 
bility. Thus the rider provides a guar- 
antee of the student’s insurability re- 
gardless of his health. 

The Max Abrams general agency of 
Occidental Life of California has 
moved to larger offices in the Union 
Central Building, Cincinnati. 





ium outlays 
needed when the 
money has to be 
ready at the usual 
time. 

To give parents 
this additional 
time to pay for their child’s educa- 
tion, Home Life of New York has de- 
vised a plan that stretches the accumu- 
lation period an additional seven 
years, with corresponding lowering in 
the annual outlay. The company con- 
siders the “College Paid-For’” endorse- 
ment especially timely in view of the 
increasing cost of college, the wide- 
spread desire of parents to send their 
children to college as contrasted with 
a paucity of financial preparation, and 
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the stepped-up search for solutions, 

. such as the government-aid program 
dings suggested by Gov. Furcolo of Mass- 
& Southern? achusetts. 
rchase and F 
of property Statement By Worthington 
e. It is ap-—) Said President William P. Worth- 
ye, with no# ington of Home Life, who initiated the 
but it at-)development of the College Paid-For 
the Cincin-) plan: “The new contract will make 


available a sound, practical solution 
to one of today’s most pressing family 
problems—meeting the high and ris- 
ing cost of college education. We are 
confident that College Paid-For will 
help strengthen the role of our busi- 
ness in financing college education, 
and that it will advance the public’s 
appreciation of life insurance as a 
means for guaranteed cash accumu- 
lations.” 

© The College Paid-For rider, which 
has been approved in practically all 
states for addition to any standard 
life policy issued by Home Life since 
1948, normally provides for maturing 
sat age 18 but has a special feature 
‘permitting the policyholder to “set 
’ }back the clock” for another seven 
»years. Especially valuable for parents 
‘who have waited so long that age 18 
maturity would be prohibitively bur- 
q densome, the new plan will reduce by 
Fup to 30% the annual outlay required 
as compared with other types of en- 
/dowment plans. 
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surance 
er rates Can Make Added Payments 
2wable, 4 : ‘ : 
“inien. | Included in College Paid-For is the 
‘privilege of increasing the amount of 
—_— 4 the endowment by making additional 
alain ivoluntary payments. Waiver of pre- 
smium is available, and 12 years of 
; ypaid-up and convertible term insur- 
service ance on the student are part of the 
al, non- ‘contract. 
Just how is it possible to use up the 
ervice. )Proceeds of an endowment before it’s 
Present paid for? The answer is that the ex- 







cess of pay-outs over the premiums 
paid for the rider is an indebtedness 
for which the cash value of the base 
policy is security. Naturally, the cash 
and loan values are “blocked” to the 
extent of this indebtedness, and in 
case of default of premiums for the 
rider the currently remaining indebt- 
edness becomes a loan against the 
base policy. 

However, by the time the youngster 
S age 25, if premiums are maintained 
as scheduled on the rider, the indebt- 
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Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 250°7 over 
the first four months of 1959. 
At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 
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(CONTINUED FROM PAGE 1) 

The assembly interim committee on 
military and veterans affairs meeting 
at San Francisco, heard Donald C. 
Burns, executive vice-president, and 
Richard Wollesen, Sacramento, chair- 
man of the legislative committee, 
present the association’s case. Mr. 
Burns recited the history of the pro- 
gram and its negotiations and charged 
that both the companies and the di- 
rector of the department of veterans 
affairs have denied originating the 





Attacks Cal. Vet Mortgage Insurance 


idea for the plan; the companies assert 
that the veterans’ director initiated it, 
while the latter claims the companies 
did. 

The battle started when the depart- 
ment of veterans affairs announced in 
the press that it had arranged with 
two major California companies—Cal- 
ifornia-Western States Life and Occi- 
dental of California—to provide vet- 
eran borrowers with an additional 20% 
life insurance at a cost of 10 cents per 
thousand. The veterans’ director, Jos- 








FieNATIONAL UNDERWRITER 


eph M. Farber, said there would be no 
commissions paid and no costs, since 
the companies had agreed to carry 
the burden and to provide the nec- 
essary clerical help in the department’s 
headquarters at Sacramento. The com- 
panies, according to Mr. Burns, told a 
different story, that they were paying 
commissions. Mr. Burns charged also 
that at a previous hearing in Pasadena, 
Mr. Farber had told him that solicita- 
tion letters were being prepared and 
printed at the companies’ expense, 
whereas they were actually printed— 
and are so marked—by the state 
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printing office. 

Mr. Burns said the added insurance, 
which is above the mortgage require- 
ments in which the state agency is 
the beneficiary, is payable to any 
named beneficiary and not to the 
state. He said this would amount to 
an added $200 million of life insur- 
ance and on an accidental death basis 
totals approximately $1.2 billion. 


Statement Given 


In his statement to the assembly 
committee, he said, in part: 

“We submit that it is entirely im- 
proper for the government of the 
state of California to make its services 
available, at taxpayers’ expense, to act 
as an agency for a private insurance 
company, or any other private busi- 
ness, for the sole profit of the private 
company or business men when no 
need exists which cannot be met by 
private enterprise competing in a free 
market. 

“Here we have a clear case of social- 
istic activity, totally antithetic to our? 
free enterprise system. Providing cre- 
dit life insurance to protect the state 
of California and the family of the 
deceased recipient of a state loan is 
one thing. Providing individual life 
insurance, where there is absolutely 
no connection whatsoever with the 
state of California, is quite another’ 
matter. 2 

“It becomes particularly disturbing 
when we see a department of govern- 
ment anxious for a new, self-perpetua- 
ting ‘gimmick’ and life insurance com- 
panies, usually noted for their -conser- 
vative economic policies, seemingly 
eager for high profits with the state 
providing the ‘overhead,’ effect such 
a program.” 


Didn’t Protest Anti-Americanism 


Emphasizing that the whole thing) 
smacked of socialism, Mr. Burns add- 
ed that “we are mystified that our 
veterans’ organizations in California, 
who so often and so vocally defend 
‘Americanism’ and our American eco- 
nomic system, did not protest this ob- 
vious new socialistic expansion. Per-| 
haps, as with many of us, we orate 
about Americanism, but demand ou 
own exemptions from its injunctions.’ 

He reviewed the Pasadena meeting 
where he requested a delay in the eff 
fective date of the plan and was told 
by Mr. Farber that it was too late” 
that the announcement had _ already) 
been mailed to all veterans involved. 
Actually, the announcements bore the 
date Feb. 23, 1960, four days after the 
Pasadena meeting, he said. 


Challenges Association Stand 








The California association position 
was challenged by Marcus Gunn, vice: 
president and chief actuary of Califor- 
nia-Western States. “Not once in the 
past 22 years has anyone attacked this 
plan in the manner we have _ just 
heard,” he declared. “Mr. Burns has 
been in our hair on other plans of 
large scale insurance, and we do not 
think he has a full and sympathetic 
understanding of this problem.” 

“Certainly not sympathetic,” com 
mented Assemblyman Ronald Camerot! 
of Los Angeles. Mr. Cameron noted 
that the lack of criticism of the plap 
by the state regulatory officials sincé 
its inception does not apply to the cur 
rent controversy since the new life 
and double indemnity provision has 
only been in effect since February. | 

Mr. Gunn objected to what he fell 
was an inference by the California as} 
sociation that the Cal-Vet bond mone 
would be used to pay premiums on thé 
new coverage. “This is not so,” he de 
clared. 
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Editorial Comment 


Let's Move Against One-Casers Now 


Several readers who have written 
us agreeing with our June 18 editorial 
on the need for curbing one-case 
agents who divert business that has 
been worked up by career men have 
suggested that until stricter laws are 
enacted every effort be made to use 
existing agent-licensing laws to the 
fullest extent possible. 

With that we’re in full accord, 
even though, as we said in the editorial 
we'd like to see stiffer laws enacted. 
These laws should provide for heavy 
fines and disgorging of commissions 
where it could be shown conclusively 
that the licensee’s allegation of intent 
to embark on an insurance career was 
a knowingly false statement, made to 
enable him to collect commissions in 
one or a few cases on a spouse or busi- 
ness associate. 

But in the meantime there are 
laws that can be used and should be 
used to the utmost, even though they 
fall lamentably short of having the 
teeth that they need for the job that 
needs doing. For example, since 1957 
New York has had questions in its life 
and A&S license application which 
are designed to screen out the one- 
case agent. Question 11 asks: “Will 
applicant, as agent, directly or indi- 
rectly either by sharing commissions 
or in any manner whatsoever, pay or 
allow, or offer to pay or allow an as- 
sured or an employe of an assured, 
any inducement or any rebate from 
the, premium specified in a policy is- 
sued such assured? If so, give all facts 
in connection therewith.” 

Question 12 asks: “Has more than 
10% of the aggregate net commissions 
received by applicant during the past 
year or which will be received during 
the ensuing year result (1) from in- 
surance on the person of or (2) from 
such insurance which arises from the 
business of applicant’s spouse, and of 
any corporation of which applicant or 
his or her spouse or both own more 

than 50% of the stock, and of any af- 
filiated or subsidiary corporations of 
such corporation, and of the members 
of any firm or association and their 
spouses, of which firm or association 
the applicant or his or her spouse is a 


member? If so, explain fully.” 
Except for a compulsive truth-teller, 
question 11 would seem to be largely 
ineffectual. It seems about as effective 
as would a provision in the driver’s 
license application asking, “Do you 
intend to violate the motor vehicle 
laws of this state? If so, explain fully.” 
The basic weakness of question 11 is 
that unless the insured squeals, how 
is anybody ever going to know that 
commissions have been shared? 
Question 12 seems somewhat more 
subject to objective proof and less de- 
pendent on self-incrimination for en- 
forcement. Theoretically, it should be 
possible to determine if a suspected 
one-case writer has done enough oth- 
er insurance business to earn nine 
times as much commission on it as he 
received from the single “captive” case 
for which he got himself licensed. 
The weakness of question 12 (and 
of question 11, too, for that matter) 
is that the worst that can happen is 
that the department may refuse to 
issue the license or, later on, may re- 
voke it. Nothing is said about giving 
back any commissions or being fined 
for making false statements. Since 
usually the one-case agent has no in- 
terest in anything but the commission 
on a single case, he is not likely to be 
deterred by the risk of losing his li- 
cense after he has collected his com- 
pensation. Even if he is refused a li- 
cense, his only penalty is a little lost 
time and perhaps the price of getting 
tutored for the license examination. 
It is perfectly true that the license 
application is an affidavit that must 
be sworn to before a notary public. 
And false swearing is perjury, and 
perjury carries extremely stiff pen- 
alties. But from a practical point of 
view, what is the risk of a perjury 
conviction for being intentionally in- 
accurate in answering question 12? 
We have never heard of such a con- 
viction. Reluctant as we are to state it, 
our belief is that it would be impos- 
sible to obtain. For one thing, perjury 
penalties are so stiff that juries are 
loath to convict, even where it is ob- 
vious there has been some lying under 


oath, unless the perjury has caused an 
important miscarriage of justice, like 
letting a murderer get off. 

Between pleading that nothing seri- 
ous happened and that anyway he 
meant to write a lot of business but 
things hadn’t worked out that way, 
a defendant accused of perjury in sign- 
ing his license application would seem 
to be virtually impossible to convict. 

Perhaps the most serious problem is 
that few agents are interested in get- 
ting a licensee convicted of perjury. 
In the case discussed in the editorial, 
the actions on which the agent’s suit 
was based occurred before the law was 
applicable to life agents. But even if 
it had been applicable, it would not 
have recouped for the agent the com- 
missions he lost by reason of his one- 
case rival’s activity. 

What is needed is a law that does 
more than slap an offender on the 
wrist—which is all that taking away 
his license amounts to. The law should 
provide for substantial fines and for 
return of commissions, on the ground 
that the license that permitted them 
to be paid was obtained fraudulently. 
Unless the law faces a potential of- 
fender with the risk of being really 
hurt if he gets caught, it isn’t much of 
a deterrent. 

Nevertheless and notwithstanding, 
we’re heartily in favor of doing every- 
thing possible to get convictions and 
revocations under present laws, weak 
as they are. Such a drive may scare 
off some would-be one-casers. And we 
can think of no better way to dem- 
onstrate to the insurance departments 
and the legislatures that stronger 
laws are needed if the one-case evil 
is to be dealt with effectively —R.B.M. 





Personals 


Paul C. Buford, president of Shen- 
andoah Life, has been appointed a 
member of the commission on state 
capital outlays and means of financing 
by Gov. Almond of Virginia. Mr. Bu- 
ford was a member of a similar com- 
mission in 1954, when he was appoint- 
ed by former Gov. Stanley. 


Alvaro M. Sousa, assistant manager 
of accounting of New England Life, 
and Charles W. Sweetser, supervisor 
of accounting, were general chairman 
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and assistant general chairman, re 
pectively, of the first annual Junig 
Olympic track meet, co-sponsored } 
the Greater Boston Junior Chambe | 
of Commerce and the Boston Globe. 


H. Bruce Palmer, president of My 
tual Benefit Life, has been elected ; 
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GEORGE F. HAGELSTEIN, 62, man)” pice 
ager at Edmonton, Alta., for Great ab 0 
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company in 1919 and held the Edmong, ife In: 
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JOSEPH L. KUHNBERG, 75, mansthe title 
ager of Metropolitan Life at Ridgegsurance 
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Tart ~=— sd From The Investment Dealer's Chair 

ent of My By LEVERING CARTWRIGHT 

se iciatadl | Cartwright, Valleau & Co., Board of Trade Building, Chicago 

er of Com) At 1960 mid-stream fire-casualty stocks want to bloom; life stocks may be | 
tee. eady to bud. 


Property insurers continue to gain converts among investors as the story 


less sieve. Midyear statements will be heartening. Liability lines are providing 
muscles. Contract bond losses and workmen’s compensation are trouble spots. 


> 
of the hurricane alphabet. 
In the market there has been an alternation of favorites. Last week Aetna | 
f : Fire surged ahead, from 74 to 80. Phoenix moved up in sympathy. Travelers 
51, directoy recovered strongly from a little sinking spell. Farmers Underwriters Assn., 


lutual Life§ which owns control of Farmers New World Life and which is attorney-in-fact 
a heart at§o¢ Farmers Inter-Insurance Exchange, was in demand and advanced from 31 

He enterefity 35. i 

ce in 193 Life stocks here and there make a timid start out of the cellar. As a group 
agent fo§they are up from their 1960 lows and that could very well have been a firm 


nt Life @pottom. As the year progresses and splendid earnings and gains become | 


Da k ot “framed there could be a good. rediscovery of life stocks. 
ng milita In this issue are listed the bid prices for about 120 insurance stocks at June 
he becam#39, along with the Dec. 31, 1959 bids. 
a The average bid price of 67 predominantly fire-casualty stocks at June 30 

was 48.7, as against 50.1 at Dec. 31. Thus the decline was just short of 3%. 
The Dow-Jones averages were off about 542%, so that’s a triumph for the prop- 
erty insurers. 

For 51 life stocks (including Travelers) the average bid price declined 11.2% 
@or from 93.2 to 82.8. All of the issues on the N. Y. Stock Exchange backed down 
aman average of 10%, so the life stocks were fully as degraded as the whole list. 


1 superin. 


MA the characteristics of long term growth” and that present price-earnings ratios 
N, 62, man are very reasonable for equities with such excellent long range possibilities. | 
in Great Price earnings ratios at Dec. 31, 1959, that are cited (these would be even 
‘oined ore conservative at June 30) are: Aetna Life 13.2, BMA 11.1, Commonwealth 
ha E damon ts Conn. General 15.4, Franklin 20.9, Jefferson Standard 14.9, K. C. Life 10.8, 

Life Ins. Co. of Va. 10.8, Lincoln National 14.2, Monumental 10.1, National Life 
Te. ra & Accident 15.2, Provident L. & A. 12.3, Travelers 13.5 and Washington Na- 

: UStional 13.6. 


“Life Insurance Stocks for Growth, The Miracle of Compound Interest,” is 
, 75, mangthe title of the pamphlet. Capital Planning is distributor of shares of Life In- 
at Ridgessurance Investors, the open end investment trust. The directors of L.LI. predict 
itil his hat life insurance will enjoy its greatest period of growth during the next 10 


maintained in the face of rapidly increasing sales. Over-all future earnings will 
tbe little affected by the new tax legislation, the authors say. 

Francis I. duPont & Co. put out a study and recommendation of Reliance 
uns. Co. (That stock was on the plus side last week.) A combination of in- 
creasing premiums and underwriting improvement is emphasized. Viewed as 
ia quasi-investment trust, the shares are available at about 84% of year end book 
(capital-surplus) value of $63, and if viewed as an insurance company the 
shares are selling at a discount of 40% from liquidating value. 


vice-presi 
the found 
yf Atlan 
office. 


/ A. M. Kidder & Co., in a ae recommends Aetna Life, Gulf Life, 
rovident L. & A. and Travelers. Each is selling at just about 12 times 1959 
djusted net operating earnings per share. Since 1954 there has been a 68% 
— in net worth of Aetna Life, Gulf Life 20%, Provident 64%, and Trav- 
ers 50%. 

A. M. Kidder voices the belief that stocks of the leading life insurance com- 
anies which show growth in total business and in earnings and capital funds 
re entitled to sell from 15 to 20 times adjusted earnings and from 1% to 2 

ipple & co times liquidating values. These four companies are selling today at just 100% 























ly 5, 1960 Of such values. 
id Askei) Life insurance stocks are selling at 4% below their record “high” prices es- 
c. a ablished in 1955 despite a 5-year gain of 34% in assets and 64% in insurance 
33% 35.2n force, A. M. Kidder observes. 
14 15 a cee 
a be) Clark, Dodge & Co., in a new feo of the fire-casualty field, thinks that 
18 19 #0 aggressive well managed company can do well in regard to profits over the 
44 348 mext few years. Parenthetically they say they have reservations on the longer 
. “ erm outlook for such companies. These companies in the first half year showed 
i at oderate appreciation as compared with the sharp decline in industrials. 
181%, #lartford Fire, North America, St. Paul and U. S. F. & G. are called “quality 
3812 equities that offer appreciation possibilities With minimum risk.” Continental, 
ee ome, and Fireman’s Fund are improving their underwriting positions and 
50 ence their investment status and offer above-average appreciation potential. 
37 243 Smaller companies that have the best chance of doing well over the near-term 
ne - are Glens Falls, Great American and Reliance. 
43 45 ag ia 
50 65 Shelby Cullom Davis suggests a LEE To of insurance stocks that would 
me a yield 4.1% comprising American, Employers Group, Great American, Home and 
2" estchester. Such a yield is inviting coupled with appreciation possibilities 
31% spot 25 to 33% as underwriting improves and probable dividend increases this 
33% s all. Yields at today’s costs are likely to be 5-542% within several years. 

Wy ; oe | | ae 
39/2 





Mass. Investors Trust Growth Fund during the quarter ended May 31 added 
#9000 shares to its holdings of Washington National. They now own 14,000 





spreads that they are not condemned forever to pour premiums into a bottom- | 
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shares. Its other insurance investments are 37,500 Aetna Casualty, 66,667 Aetna 
Life, 77,500 Continental Casualty, 56,000 National Life & Accident, 22,500 


Travelers. 


| Forbes in its July 1 issue has an article suggesting that there is a new 
| and better tone to the life insurance stock market. Quoted are Theodore New- 


| ton of Shelby Cullom Davis & Co., Kingsland Weed of A. M. Kidder & Co., and 


King Ghegan of E. L. Tatro & Co. 


| Fahnestock & Co. in a new study said Old Republic Life is capitalizing 
| earnings and prospects for further growth on a reasonable basis and offers in- 


| — || 


| Harris Upham & Co. lists Fireman’s 


teresting long range potentialities, as well as a 4.1% return. 


Fund among stocks with “appreciation 


Storm losses mute the picture but are expected. Soon we will face the hurdle | Prospects” Conning & Co. of Hartford is now distributing its 56-page publica- 


| tion entitled “1960 Fire & Casualty Insurance Companies.” This contains a 


penetrating analysis of 23 companies and a general discussion of the business. 





1960 Edition Of 
Argus A&S Chart 
Is Off The Press 


The 1960 edition of the Argus Chart 
;of Accident, Sickness & Hospitaliza- 
|tion Insurance has just been pub- 
lished, showing the significant facts 
and figures of 992 companies of all 
kinds writing this class of business. 
The financial statement information 
includes operating reports, underwrit- 
ing results, analyses of individual and 
group business, all compiled from re- 
ports to state insurance departments 
and special reports from the compan- 
ies. 


Five Year Results Shown 


The Argus A&S Chart shows a de- 
tailed and extensive report for five 
years for most of 285 larger,companies 
that produced 94% of the A&S busi- 
ness exclusive of the non-profit hos- 
pitalization and medical-surgical com- 
panies. The annual statement portion 
of the report is divided into a finan- 
cial and operating report covering the 
company as a whole, an A&S report 
giving the breakdown of individual and 
total business for premiums written, 
premiums earned, claims incurred, and 
expenses incurred including claims 
expenses, with the resulting loss and 
expense ratios. Also shown are the 
premiums earned, claims incurred, and 
the loss ratio for each of the individual 
classifications of accident only, A&sS, 
non-can A&S, and hospital and medi- 
cal. Group is given separate treatment 
showing premiums earned, dividends 
to policyholders, premiums less divi- 
dends, claims incurred, expenses in- 
curred including claim expense, ratio 
of claims incurred to premiums earned 
after dividends, ratio of expenses in- 
curred to premiums written after 
dividends, the combined loss and ex- 
pense ratio, and gain from underwrit- 
ing after dividends to policyholders. 
Miscellaneous data include the list of 
states and countries in which the 
companies operate, kinds of contracts 
issued, brokerage practices, number of 
branches, general agents and agents, 
type of company, when formed and 
when it started writing A&S, and 
whether the company is a member of 
Health Insurance Assn. 

Briefer two year exhibits are shown 
for 519 additional companies. These 
exhibits include assets, capital, surplus, 
premiums written and earned, claims 
incurred, and expenses incurred. In a 
special section, information is given 
for 83 Blue Cross plans, 73 Blue Shield 
plans and 32 other hospitalization, 
dental, and medical-surgical insurers. 

The chart’s opening pages contain 
explanatory notes and definitions of 
the financial statement items shown 
in the statistical sections. Each item 
is defined and each definition carries 
a specific reference to the page and 
line number of the official annual 





statement blank for each type of com- 


Sullivan Of Wash. 


‘Will Not Run For 


Reelection This Fall 


Commissioner William A. Sullivan 
of Washington announced this week 
that he will not seek reelection this 
fall. His term expires at the end of the 
year. Mr. Sullivan has held office since 
1933, having been elected in the 1932 
Roosevelt landslide. For a number of 
years he has been dean of National 
Assn. of Insurance Commissioners, a 
distinction which will now go to John 
Holmes of Montana. 

Mr. Sullivan is a past president of 
NAIC and has served on all its im- 
portant committees. 

Lee I. Kueckelhan, chief deputy for 
17 years, will be the Democratic candi- 
date for commissioner of Washington. 

A native of Ireland, Mr. Sullivan 
was president of W. A. Sullivan & Co. 
real estate and insurance agency of 
Seattle and was in the business for 22 
years before he was elected commis- 
sioner to succeed H. O. Fishback. 





pany. 

The Argus A&S Chart, like its 
companions, the Argus Fire Chart and 
the Argus Casualty & Surety Chart, 
published a few weeks ago, sells singly 
for $2.50 per copy and less in quantity. 
It is now being delivered from the 
National Underwriter Company, 420 
East Fourth Street, Cincinnati, and 
may also be obtained from any of its 
branch offices. 


Dec., June Bid Prices 


Of Insurance Stocks 
(CONTINUED FROM PAGE 2) 


Bid Prices 
6-30-60 12-31-59 
New Hampshire 52 51 
New York Fire 3012 32% 
No. Am. Life 13% 14 
Northern of N. Y. 39% 412 
Northern Life 136 136 
N. W. Natl. 93 98 
N. W. Natl. Life 93 97 
Ohio Cas. 23% 28% 
Ohio State 43% 62 
Old Line Life 60 72 
Old Republic Life 19 15% 
Old Republic Ins. 15% 14 
Pacific of N. Y. 55 58 
Pacific Indem. 55 65 
Peerless 21% 22 
Philadelphia Life 4912 435% 
Phoenix of Hartford 78 82% 
Postal Life 15 17 
Prov. Life & Acc. 81 99 
Prov. Wash. 204% 2042 
Quaker City Life 50% 46% 
Reinsurance Corp. 21% 19 
Reliance 53% 49 
Republic, Dallas 55 60% 
Republic Natl. Life 35% 
St. Paul F. & M. 56% 60% 
Seaboard Surety 33 43 
Security 51% 42 
Southland Life 88 98 
Southwestern Life 52 60 
Springfield F. & M. 3234 3058 
Standard Acc. 49 V4 581% 
Standard Life 50 60 
Travelers 83% 85% 
United, Chicago 35% 33 %e 
U. S. F. & G. 4012 35 
U. S. Fire 29% 281 
U. S. Life 39% 4312 
Victory Life 80 88 
Wash. Natl. 46'5 562 
Wis. Natl. Life 31 40%2 
Westchester 29% 2934 
Western Cas. 43 43 


West Coast Life 
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Policyholder Relations Programs Are Surveyed 


(CONTINUED FROM PAGE 1) 
the location of the conferences to at- 
tend The conference program con- 
sists of a luncheon, a brief report by 
the president, and a question and ans- 
wer period during which a represen- 
tative panel of policyholders directs 
actual questions from policyholders to 
a panel of company executives. At- 
tendance at both conferences has been 
good, and the response enthusiastic. 
You can appreciate that a meeting 


of this sort also carries a healthy de- 
gree of stimulation to our agents and 
other field employes in the area where 
the conference is held. 

In conjunction with our  policy- 
holder conferences we have also held 
a separate dinner for financial leaders 
and business executives in the area 
visited. This event has also served ef- 
fectively to increase company pres- 
tige and contacts in each city. 

Our audit of service being rendered 


FieNATIONAL UNDERWRITER 





to policyholders is still in the formative 
stages and I cannot tell you too much 
about it. We hope to contact policy- 
holders who have recently received 
the various types of company service 
to obtain their answers to such ques- 
tions as: Was our service prompt? Was 
your request handled courteously and 
efficiently? Did you understand all 
the forms involved? etc. 


TRAVELERS 


As you know, we are an American 
agency company, and under that sys- 





Give lam a ring 


When you phone 
The Man from Manhattan, 
chances are your problem iS Over. 
















Better phone The Man from Manhattan 


THE MANHATTAN LIFE ZA INsuRANCE CoMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


Our 2nd Century 





of NEW York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 

Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 
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tem our contact with the policyholdg 
is almost wholly through our log 
agents and field representatives. It 





our feeling that the local agent, being estal 
as he is, in direct personal contag catic 
with the policyholder, is our best ang able 


most effective contact. It 


The local agent not only solicits ang ance 
acquires the policyholder in the fi noe 
unti 


place, but is encouraged by the com 
pany to feel that the individual clieg hold 


is his policyholder—and that it is hg matt 
responsibility as well as his opportun has | 
ity to service each policy sold and #§ Cana 

servi 


solicit and provide additional all-ling 
coverage according to the policyhol 19,00 


er’s special needs. entir 
Medium Of Agents Used poe 
There are, of course, many ways i aver< 
which our company tries to be of may 
imum help to the policyholder as col 
as ways in which we try to win ag We 
keep his good will—but again theg man 
are largely indirect in nature and amg polic) 
for the most part, activated throug word 
Travelers representatives. We weg to the 
among the first—if not the very firstg Th: 
insurance companies to establish a fom Quote 
mal home office school for the thog devic 
ough training of our agents and tivity 
aried field staff, so that insurang mers 
buyers might have dependable guig trial 
ance and advice—both before and afta that 
the sale. From its founding in 1903, thg that 
program has been a leader in carej —— 


education in the United States. 

For the greater protection of t 
policyholder, we organized the cont 
nent-wide “Pledge to Service” prog 
through which more than 13,000 Tre 
elers agents and brokers, coast-to-co 
pledged themselves to assist our po 
icyholders in every way possible whe 
any Travelers automobile policyhold 
became involved in an auto accide 
while traveling, no matter how 
from home. This is in line with f 
slogan widely adopted by our agen 
“Our service begins—not ends—w 
the sale.” A pledge of service ident 
fication card is provided for polig 
holders to serve as an introduction 
Travelers agents while away fr 
home. 


Good Will Builders Sent 


Of course many, many items, prin 
ed or otherwise, (which, we hop 
serve to enhance policyholder re 
tions) reach the policyholder from ti 
company—but either principally | 
wholly through the local agent—i 
cluding advertising literature of 
descriptions and a large variety 
so-called good will builders such 
baseball and football schedules, Cu 
rier & Ives wall calendars, wallet-si 
calendars, ball-point pens, birthd 
and Christmas cards, cigarette lighte 
policy wallets, diaries, coloring bod 
for children, etc. 

Another factor tending toward go 
policyholder relations is the fact th 
expert help from insurance speciallis 
—salaried Travelers staff membé 
attached to our numerous branch ¢ 
fices—is always available to our pd 
icyholders through their local agen 

In the important field of accidé 
prevention, Travelers renders effé 
tive service to the policyholder thro 
the activities of our safety engineer 
division. The first of its kind, ? 
division was organized in 1904 4 
now includes’ approximately 
trained safety experts, using the mf 1 
modern scientific instruments 
techniques. In addition, Travelers ! 
expended more than $127,448,000 
the interest of accident and fire Pp 
vention. 

During the past year, our compé 
has continued its program of “taki 
insurance protection to the peop 
according to population shifts part 
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ularly in the rapidly expanding sub- 
urban areas. This is done through ex- 
tending branch office facilities and 
establishing agency offices in new lo- 
cations having exceptionally favor- 
able insurance sales potential. 

It is sometimes said that an insur- 
ance company does not become a hu- 
man institution to its policyholders 
until a loss occurs. To serve policy- 
holders promptly and efficiently, no 
matter where they may be, Travelers 
has established in the United States, 
Canada and Puerto Rico, 277 claim 
service locations; of the more than 
19,000 employes, 4,213 devote their 
entire time to claim service. During 
1959 the number of claims presented 
reached a new high of 3,194,731, an 
average of 12,678 each working day. 


CONNECTICUT GENERAL LIFE 


We regard the agent and the claim 
man as our principal instruments of 
policyholder’s relations. The printed 
word is just, hopefully, a ‘supplement 
to their efforts. 

The monthly magazine, Notes and 
Quotes, is a continuing public relations 
device related to our group sales ac- 
tivity. It goes to many of our custo- 
mers and also to personnel and indus- 
trial relations people in companies 
that are not policyholders. We find 
that it helps pave the way for our 


LIFE INSURANCE EDITION 93 


group man and creates a favorable 
identity for Connecticut General 


among these people. Notes and Quotes | 
is a long-standing enterprise of Con- | 
necticut General, having started back | 
in the ’30s. We feel that it has been a | 


major element of our public relations 
and promotion. 

Notes and Quotes provokes a great 
deal of fanmail, and through the re- 


print device we get a _ continuing | 


measurement of readership and in- 


terest. It is not unusual for 15% of the | 


readers to send in for the full text of 
one of the articles. 


STATE FARM MUTUAL 


Although policyholder relations is 
one of the concerns of our public re- 


lations department, we don’t have a | 


formal policyholder relations function 
as such. 

A few examples of policyholder re- 
lations material put out by the com- 
pany are as follows: 

The Welcome Careful Driver hand- 
book goes with the auto policy, and 
is designed as a handy guide to the 
policy. 


The State Farm Reporters go with | 
the premium notices every six mon- | 


ths. Whenever there is a rate change 
or other special program which needs 
explanation on the state-by-state ba- 
sis, special Reporter supplements 





NEW AMlonareh PREMIUM PAYMENT PLAN 


Springbold-Monerch's 
Sipstetlitig 
Preevtherized Check 


EMM 

x FR 

mont® Ay MENS 
FAN 


Now not only can Monarch men provide all the insurance 
coverages their clients need — fire and casualty as well as 
non-cancellable health and accident and all forms of life— 
but their clients can pay for all these coverages in one con- 
venient monthly payment! 


SysteMatic — with two level-payment methods available — 
helps agents write a// lines on each client — helps prevent 
lapse because payments are geared to the monthly budget. 


SysteMatic — the newest reason why the Monarch opportunity 
is greater today than ever before! 





| FOR FREE MONARCH BROCHURE, WRITE DEPT. NU-2 | 





LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 














CHOLSON 


LIFE INSURANCE COMPANY 


\iandard 


Home Office: Greensboro, N.C. 


More Than 1.9 Billion Dollars Life Insurance In Force 
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are inserted along with the general 
Reporters. The homeowners edition 
replaced the general edition in several 
states during one six-month cycle. The 
special inserts can be used with or 
without the general Reporter. They 
have their own six-month cycles and 
yet retain their identity with the Re- 
porter. 


Magazine Sent To 6 Million 


This publication is currently being 
used as a premium notice insert by 
our life and fire companies as well as 
the auto company. Consequently, its 
circulation is well over six million. 
We are working on a separate publi- 
cation for use by the fire company, 
but have nothing to show on that yet. 

The double post card goes to every 
policyholder who reports a claim, after 
the claim has been settled. (Over 98% 
of those responding to this continuing 
survey report complete satisfaction 
with the way their claims were han- 
died. Some folks are inspired to thank 
us by letter, because the card, they say, 
is inadequate.) 

The expiration notice is self-ex- 
planatory. This is one of three ver- 
sions—the others are similar, and are 
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necessitated by various state regu- 
lations. 

While we don’t have a formal pol- 
icyholder relations department or pro- 
gram as such, our former director of 
public relations, Robert Bischoff, has 
for almost a year been in a special 
customer relations study post in Cal- 
ifornia. He is taking a turn at every 
phase of State Farm’s field operation— 
agency, claims, and regional office 
jobs. The post was created to give 
an experienced public relations man 
practical knowledge in operating prob- 
lems with the possible goal of estab- 
lishing a company-wide customer re- 
lation. 

That this is an unavoidable field 
of concern for us has been made clear 
by President Rust. 

“The future of any business depends 
upon what the public thinks of it and 
its practices,’ he has said. “This is 
especially true of the insurance busi- 
ness, where relationships with cus- 
tomers are so personal and chances 
for misunderstanding so great. We are 
approaching the time when attitudes 
of our customers must become the 
full-time concern of some of our oper- 
ating people.” 











Confident Selling. 





H. P. SkoGLunp, President 
J. E. SCHOLEFIELD, C. L. 


Over $900 Millions of Life in force. 


HELP IN MAKING SALES... 


is afforded Nalac field underwriters by this 
new “pocket-size” visual. Convenient 

to use, it provides a positive sales track for 
the prospect interview. 

Another good example of how 

North American paves the way for 


NORTH AMERICAN 


Aife andl Casualty Company 


LIFE + SICKNESS + ACCIDENT - GROUP 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
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U., Vice President, Director of Agencies 





Changes In The Field 


Aetna Life 


C. Gilbert Shepard, general agent 
at Hartford for 37 years, will retire 
from management duties on Sept. 1, 
but will continue his association with 
the agency as general agent emeritus, 
in partnership with his son, Charles 
E. Shepard II. 

With Mr. Shepard’s retirement, a 
new partnership will be formed by 
W. Ray Hutch, general agent at Buf- 
falo, and Joseph T. McCance, who has 
been general agent with C. B. Shepard 
since 1943. 

Mr. Hutch joined Aetna at Newark, 
became home office group represen- 
tative in New York, group manager 
at Brooklyn and then supervisor at 
New York. He is a life member of 
Million Dollar Round Table and is a 
former vice-president of Buffalo Life 
Managers Assn. 

Mr. McCance joined the Hartford 
agency in 1928. He is past president 
of the Hartford CLU chapter, Hart- 


ford General Agents & Managers 
Assn., Hartford Life Underwriters 
Assn. and Connecticut Life Under- 


writers Assn. 


Prudential 
J. T. Gibney has been named man- 
ager of the Blue Island, IIl., district 
office to succeed W. E. Lindquist, who 
retired July 1. Mr. Gibney has been 
with the company since 1949. 


Northwestern National 
J. C. Watson has been appointed 
supervisor of the southwest division 
at Dallas. He has been an agent at 
Little Rock. 


New England Life 


E. J. Nouri, manager of the King 
agency at New York, has been named 
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visor in the Schmidt agency in New 7 
York and is a member of Million Dol-§ pee 
lar Round Table. sou 
H. C. Fleischer, supervisor at Cleve.§ Lif 
land, has been appointed manager at§ aw: 
Albuquerque. He is a CLU and mem.§ jn : 
ber of MDRT. joir 
G. Walter Ostrand Jr., brokerage§ der 
manager and agency assistant in thef yal 
Hayward agency at Chicago, has been} p 
named manager of the agency’s dis-§ cen 
trict office in Mount Prospect, II. Met 
: eCe 
Connecticut Mutual Life et 

J. T. Leach, supervisor at Decatur§ mar 
Ill., has been appointed general agent# RF. 
at Wichita, to succeed O. L. Smith and 
who has retired. Mr. Leach has beeng mos' 
secretary-treasurer and a director off Life 
Decatur Life Underwriters Assn. L. 
shire 

Employers Life 1948 

John Ball has been appointed mang taff 
ager at Charlotte, N. C. He has be In 
general agent for Pilot Life at Richg ‘PT 
mond, Va. and is vice-president and 44Y: 
a director of Richmond Life Under§ 7. 

writers Assn. 

Occidental Of California i. 
G. W. Moyer has been appoint agent 


assistant manager at Seattle. He wa ¢ F. 


with Educators Ins. Co. time 
T. V Lynch has been appointed Jarg | 
assistant manager at Kansas City. is p 
: . Mana 
Pan-American Life 

B. H. Rushing, former agent 4 
Alexandria, La., has been appoint Jer: 
general agent at Natchitoches. mana 
Dalla: 
All American L.&C. the Sr 

C. O. Hudson has been appoint 
agency director for Texas and Okla s 


homa. A native Texan, he entered 


life insurance business in 1947 in Texg eral < 
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general agent there, to succeed W. H. as. He he 
King, who has retired because of ill McKinley Carr was named agencg dental 
health. Mr. Nouri has been super- director for southern California. was W 
D. £ 
e have | 
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will service San Diego and Imperial 
Counties for the present, additional 
responsibilities to be added later. For 
10 years he has operated his own 
agency in Phoenix. Previously, he was 
with Security Benefit Life there. 
The following general agents have 
been named: A. D. Chandler for 
southern Florida. He joined Home 
Life of New York in 1956 and was 
awarded the “man of the year award” 
in 1957 and again in 1958. In 1959, he 
joined Home Owners Life of Ft. Lau- 


ey in New 
lillion Dol- 


r at Cleve. 
nanager at 
and mem. 





brokerage§ derdale, where he was named the most 
fant in the§ valuable field man.” 
o, has been P. A. Derra, for Indianapolis and 
ency’s dis-§ central Indiana. He was formerly with 
et, Ill. Metropolitan Life for 13 years, most 
; recently as an office representative in 
I Life sales and prior to that was accident 
at Decaturg manager for six years. 
neral agent) R. T. Follett for Terre Haute, Ind., 
L. SmithJ and surrounding counties. He was 
h has been most recently with Harrison National 
director off Life in Indianapolis. : 
Assn. L. C. Ducharme for New Hamp- 
shire. He was with Prudential from 
e 1948 to the present. He was named 
: staff manager in 1953. 
cages In 1955, approximately 100 men 
fe at Rich represented All American L.&C. To- 
esident ani 94Y: the field force is comprised of 
uife Under. 700. 
Mutual Benefit Life 
£ ° J. R. Mullard, supervisor at Cleve- 
irornia land, has been appointed general 
1 appointed agent at Rochester, N. Y., to succeed 
tle. He wag ¢. F. Hawley, who will devote his full 
: time to personal production. Mr. Mul- 
1 appointed jard has been with John Hancock and 
s City. is president of Cleveland Assistant 
4 Managers Assn. 
Life ; 
r agent 1 Southland Life 
n appoint Jerry Thompson has been appointed 
es. manager of a new ordinary agency at 
Dallas. He was assistant manager of 
&C. the Smith agency there. 
n appoint ° ‘ 
and Ol Union Trust Life 
entered R. M. Fox has been appointed gen- 
1947 in Texg eral agent at White Fish Bay, Wis. 
He has been general agent for Occi- 
med agencg dental of California and before that 
lifornia. Hg Was with Old Line Life. 





Patriot Life 

D. A. Kirsch and P. S. Goldberg 
have been appointed general agents 
at Newark. Mr. Kirsch has been a 
partner in a general lines agency there 
and before that was an examiner for 
the New Jersey department. Mr. Gold- 
berg has been a brokerage supervisor 
for U. S. Life. 


Provident Mutual Life 


H. C. Wilson has been named dis- 
trict group manager of a new office 
at Rochester, N. Y. He has been group 
representative for Connecticut Gen- 
eral in upstate New York. 


Life & Casualty 
J. B. Alderson, regional sales direc- 
tor in the northeastern division, has 
been promoted to district manager at 
Pineville, Ky. 


Pacific Mutual 


C. B. Harthcock has been appointed 
office manager at Dallas. He has been 

pervisor of the mortgage loan office 
there. 

New supervisors are William Boy- 
ttte, Dallas; Charles Flint, Washing- 
ton, D. C.; C. J. Manuele, Santa Ana, 
al; and Richard Wagner, Memphis. 


Modern Woodmen 


in selected ara’ H. R. Brooks has been appointed 

late manager for northern Michigan 
2 aMeeet Traverse City and Daniel Sexton 
vy state manager at Amarillo for the 
Vklahoma-Texas Panhandle. Mr. 












Brooks has been assistant state man- 
ager for Michigan and Mr. Sexton 


assistant state manager for Oklahoma. | 


The Goff agency of Mexico, Mo., 


will now cover southeastern Missouri | 
in addition to the northeastern part of | 
the state, following the resignation of | 


B. S. McQuary at Dexter, Mo. 


Georgia International Life 


E. F. Farrell and D. A. Russi have | 


been appointed general agents in Jack- 
son and Ft. Lauderdale, respectively. 
Mr. Farrell has been with Pan-Amer- 
ican Life and Washington National, 
and Mr. Russi with United Insurance 
Underwriters, Ft. Lauderdale general 
lines agency, and Prudential at Zanes- 
ville, O. 

Appointed general agents at new 
agencies are: 

J. O. Dobbs at Columbus, Ga., with 
L. E. Eckberg as partner. Mr. Dobbs 
has been assistant manager for New 
York Life at Columbus, and Mr. Eck- 
berg was an agent of New York Life 
there. 

J. T. Massey at Macon, Ga., where 
he has been with Massachusetts Mu- 
tual. 

E. R. Mohrmann and T. J. Gianatos 
at Charleston, S. C. Mr. Mohrmann 
has been general agent for National 
Savings Life and director of agencies 
for Standard American Life. Mr. 
Gianatos has been associate general 
agent of National Savings Life and 
manager of Standard American Life. 

J. J. Pearson at Mobile. He has been 
manager there for Southern Heritage 
Life and of Life of South Carolina. 


Travelers 

H. S. Massie Jr., manager at Albany, 
has been appointed manager at Hart- 
ford to succeed C. C. Cook, who has 
been granted a leave of absence for 
health reasons. Mr. Massie is a former 
assistant manager at Raleigh and su- 
pervisor at Richmond. 

Succeeding Mr. Massie is J. W. Law- 
son, assistant manager at Albany, who 
joined Travelers as supervisor at 
Bridgeport. 


FARM & HOME of Indianapolis has 
appointed B. C. Bean director of life 
sales at Seattle for the Pacific north- 
west. He has been with Federal Old 
Line Life, Franklin Life, Washington 
National, Century Life and Union 
Trust Life in field and executive ca- 
pacities. 





American National 


Has June Sales Gain 


June sales of individual ordinary 
policies by American National of Gal- 
veston amounted to $66,154,577—up 
$10,455,057 over June 1959, an in- 
crease of 18.7%. Total sales of indivi- 
dual ordinary insurance for the first 
six months were $438,005,937 show- 
ing an increase of $68,012,417 (18.3%) 
over the comparable period last year. 


Health Terminology Unit To Meet 

A meeting of the committee on 
health insurance terminology has been 
called for July 20 in New York by 
Chairman E. J. Faulkner, president 
Woodmen A. & L. The primary pur- 
pose of the meeting will be to consider 
definitions of “health insurance,” the 
term the committee has already adopt- 
ed as the generic name of the field, 
and certain subdivisions of “health in- 
surance” such as accident, sickness, 
medical care, etc. 

The committee is a subdivision of the 
commission on insurance terminology, 
established by American Assn. of Uni- 
versity Teachers of Insurance and 
headed by Davis W. Gregg, president 
of American College. 
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...for richer for poorer, 





in sickness and in health...” 


Yes, we'll marry your time-loss client. And we'll stick 
with him through good times or bad—come what may. 


After we recite the vows of our new Guaranteed 
Renewable disability income series your client can be 


assured of time-loss coverage until he’s 65. 


And while you're acting as matchmaker be sure to 
mention that we offer twelve elimination periods and 


several benefit periods (including one all the way to 65). 


If that doesn’t cause him to blush with joy 
mention that there’s no house confinement, that waiver 
of premium is allowed, and that there’s a 


built-in recurrency clause. 


And to you, dear matchmaker, we are 
willing to pay not only liberal vested commissions, 


but Lifetime Renewals as well. 


Pardon us while we practice our vows. (We'll 


listen for your call.) 


“...for richer for poorer, in sickness and in health...” 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 





TO GET IN 
THE KNOW 


April, May and June were “On-The-Go” months for 567 
outstanding Life of Georgia agents. Beginning with the 
President’s Club meeting and continuing with five regional 
Honor Club meetings, qualifiers gathered to exchange in- 
formation and to study new approaches to sales and serv- 

INSURANCE 


ice of life insurance. 
Lli: COMPANY 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 


























Home Office Changes 


Mutual Of New York 
W. H. MacKenzie has been promo- 
ted from assistant director to director 
of field relations in the sales depart- 
ment. 


Connecticut Mutual Life 


L. R. Whelan has been appointed 
agency assistant. He has been a bro- 


kerage manager for Connecticut Gen- 
eral and general agent with Berkshire 
Life. 


Hartford Life 


Appointed managers of new agen- 
cies are: 

T. W. Potter at Denver. He has been 
field assistant, district manager and 


HeNATIONAL UNDERWRITER 


assistant manager of Equitable Soc- 
iety. 

C. M. Conarro at Atlanta, where he 
has been with General American Life 
and Travelers. 

D. L. Metz at Chicago, where he 
has been brokerage manager for Con- 
necticut General Life. 


Travelers 
W. R. Gore, manager of fire and 
casualty lines at Winnipeg, Man., has 
been promoted to assistant superin- 
tendent of agencies for all lines except 
group in Canada. 
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HOW 


does a man tell whether 
life insurance 
is his life’s work? 


When a man considers entering the life insurance business in partnership with 
General American Life, he faces certain facts. Ile knows that whether he calls 
himself agent, underwriter or salesman, the job’s the same. It is persuader, 
technician and counselor, all in one. It means evenings in other people’s living 
rooms instead of with one’s own children. It is self discipline and self organization, 


And, provided it is all these things first, it is also satisfaction and achievement—the 
respect of people he admires and tangible rewards for his own family. 


Selecting the right man to fit this success pattern is one of the biggest challenges 
facing the general agents of a life insurance company. Foretelling—in advance—- 


his chances for success is of equal concern to the potential agent. 


Pre-contract training .. . after-hours study and field work by people still in their 
present jobs... is a system of selection practiced increasingly ...and with in- 
creasing success... by our general agents. It gives a man opportunity to try out 
a new career—without first sacrificing his present one. It allows him to try out 
himself in that new career. It allows him to reach for new opportunities and 


challenges while his feet remain firmly on the ground. 


For the man who demonstrates that he can grow into a successful General 
American Life career agent, there is a wealth of coordinated continuing training. 
This can include subsidized study for the coveted Chartered Life Underwriter 
designation, the prized scholastic award of the respected American College of 


Life Underwriters. 


: 


HOME OFFICE: 1501 LOCUST STREET, ST. LOUIS, MISSOURI 
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W. R. Keele, manager at Hamilton,fgenci¢ 
Ont., becomes assistant superintend~fgenci¢ 
ent, special services, life and A&S# New 
lines. Miss 

Both men will be attached to thefive 4 
Canaclian headquarters office in Tor-fee 
onto. iven O 


Shenandoah Life 











N. I 
ne pl 

James L, Whitt,gromot 
director of train.fetary 
ing, has been ap.gaim 
pointed assistantfo assis 
vice-president, 
ordinary agency; 
departmerit. He ji 
a CLU and forme 
manager at Knox. 
ville. 





James L. Whitt 


Northwestern Mutual 


G. A. Hardy, attorney, has been 
appointed assistant counsel. RICHMO 


PORTLAI 
Home Life Of New York 


Appointed assistant vice-presidents 
in the sales department are: 

Benjamin E. Herrman, manager of 
agencies-administration. He has been 


| | 




















William W. Stewart 


Benjamin E. Herrmann 





assistant manager of agencies and 
agency assistant. 

John W. Langdon, who has been in 
charge of the management develop-§8!! Am 
ment division. He has been manager 


John W. Langdon Maryl Oldershaw fi9991 No 





of agencies and assistant manager atg!"dianap 
Baltimore. 

William W. Stewart, co-ordinator 0 
the sales research and development h 
division. He is a former manager 0 
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t Hamilton,gencies, assistant to the manager of 

uperintend-fgencies and before that was an agent 
and A&sit New York. 

Miss Maryl Oldershaw, administra- 

hed to thegive assistant to the president, has 

ice in Tor-feen elected assistant secretary and 

iven officer status. 









Massachusetts Mutual 
N. N. Boyajy, methods analyst in 
he planning department, has been 
s L, Whitt, romoted to assistant planning sec- 
- of train-fetary and D. C. Carleton, former 
s been ap-@aim examiner, has been advanced 
assistantfo assistant claim secretary. 
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WILLIAM C. CONLEY 


Consulting Actuary 





and 


ncies 









as been in Lansing and Detroit, Michigan 


t develop-§8!! American Bank Bidg., Lansing 68, Mich. 
n manager 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Bourse Building 
Phila. 6, Penna. 


i Consulting Actuaries 
Accountants 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 

nanager atg!ndianapolis 8, Ind. Omaha 32, Neb. 


Oldershaw 






















rdinator 0 

2velopment 

uiaenaen tal NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 

(le A | |§sT. Louis KANSAS CITY 








ONS FOR 
APANIES 






COMPANY 


INCORPORATED 


licago 2, lil. 
ta 859 N. MERIDIAN ST. «© INDIANAPOLIS 7, IND. 








Srwin Lt & f 


reparation se 3 
Covers Consulting Actuaries 

L Management Consultants 
D, INC. 342 Madison Avenue 
ne TR 3-3785 New York 17, N. Y. 








R. N. Blomfield, educational super- 
visor in the personnel department, has 
been named manager of the depart- 
ment’s training service division. He is 
a former chairman of the orientation 
course committee of Life Office Man- 
agement Assn. 

Norman Lyons, assistant manager in 
the group accounting division, becomes 
manager of the general accounting 
division of the group department. 


Berkshire Life 

J. Arthur Cope, 
general agent at 
Hartford, has been 
elected superin- 
tendent of agen- 
cies, effective 
Sept. 1. Before 
joining Berkshire 
in 1953, he was 
with Connecticut 
General as assist- 
ant manager in 
several agencies 
and before that as 
agency assistant in 
charge of A&S at the home office and 
district manager at Hartford. He is 
past president of Hartford Supervisors 
Assn. and of Hartford General Agents 
& Managers Assn. 


Pacific Mutual 


J. F. Tudor has been promoted to 
vice-president of the agency organ- 
ization, and D. S. Liggett, vice-presi- 
dent of group. Both were assistant 
vice-presidents. 


West Coast Life 
K. C. Turnley, acting secretary 
since the death of W. A. Reiche in 
May, has been appointed secretary. 
He was assistant controller previously. 


EASTERN UIFE has appointed A. G. 
Baker advertising and sales promotion 
manager. He has been a sales pro- 
motion specialist for Mutual of New 
York and before that was with Insur- 
ance Society of New York. 


UNITED AMERICAN LIFE has ap- 
pointed Charles Kitchens agency sec- 
retary. He has been an agent with 
Gulf Life and in the actuarial depart- 
ment of Piedmont Southern Life. 


STANDARD SECURITY LIFE of 
New York has named R. K. Lindop, in- 
surance consultant of New York City, 
to assist in creating new A&S and life 
policies and a sales training program. 


LIBERTY LIFE of Greenville, S. C., 
has appointed J. G. Cannon a director. 
He is a vice-president of Southeastern 
Factors Corp. of Charlotte. 





J. Arthur Cope 





Praetorian Increases Limits 

Praetorian Mutual Life has raised 
its non-medical coverage limit to $30,- 
000 for persons up through the age of 
35. This $5,000 increase in limits is 
the fourth major policy improvement 
made by the company in the past few 
months. Previously, it had introduced 
a new cancer policy, extended the 
“fifth dividend option” to all forms of 
insurance, except term, at the time of 
issue, and reduced rates for women 
19 through 58 years of age. 


Insurance Society Of N. Y. Elects 

Among those elected directors of 
Insurance Society of New York at its 
annual meeting was Walter Klem, 
senior vice-president and chief actuary 
of Equitable Society, and Karl H. 
Kreder, vice-president of Metropoli- 
tan Life. 

Clarence J. Myers, chairman and 
president of New York Life, was re- 
elected vice-chairman of the society. 
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100% Equities Investment 
Program Is Like Shooting 
Craps With Destiny: Gregg 


“A 100% investment in an equities 
plan for the typical family is sheer 
stupidity and for most persons such a 
program is like shooting craps with 
destiny,” Davis W. Gregg, president of 
American College, said in a speech at 
the annual meeting of Boston Life 
Underwriters Assn. in New England 
Life’s Charter Room. 

“After we have protected our econ- 


27 


omic earning power with adequate and 
appropriate permanent life insurance 
and attained a reasonably balanced 
investment program, even a conserva- 
tive man can afford to run the inevi- 
table risks of speculation,’ Mr. Gregg 
said. ; 
Buys Insurer's Mich. Business 
Liberty Life & Accident of Muske- 
gon has purchased the Michigan busi- 
ness of Guarantee Trust Life of Chi- 
cage, the transaction involving 2,000 
A&S policies. Guarantee Trust had 
no life insurance in force in Michigan. 








“Hal, when you 
chose our 


you were on 
the soundest 
medical ground 


|? 


6 
War, I’ve been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 
“Just take this Rating Manual they gave 
us. The most complete, authoritative life 


‘| manual I’ve seen... like having the best 


informed GP at your side.” 


“Glad to hear it. Each of their ceding 
companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 





should be in the medica/ 


161 East 42nd Str 


1509 Ma 
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reINSUFEL, _ 


Right. These four papers, 
by Dr. Harry E. Ungerleider, Consulting Medica! 
Director of North American Reassurance Company, 


bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they're exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they’re in... and | like that. By 
the way, I’d like to borrow these cardio- 
vascular and coronary papers to read.” 


“0.K.—but | want them back 
for our medical library 


soon as you're done.” 


written in whole or in part 


library of every life company. 


e Insurability in Cardiovascular Disease 

© Newer Horizons in Medical Underwriting 

e Long-Term Prognosis and Insurability in Coronary Heart Disease 
@ Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 


eet, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 


in Street, Dallas 1, Texas 


400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 
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Group Benefits Of $4 Billion In ‘60: ILI 


(CONTINUED FROM PAGE 1) 
employers invested a total of $5,540,- 
000,000 in 1959, up 10% over the pre- 
vious year and over three and one-half 
times the premiums paid 10 years ago. 

Group life, alone, covered 42,405,000 
workers or dependents for nearly $160 
billion of coverage at the start of 1960, 
more than twice the number of per- 
sons and four times the amount of 
protection in force at the start of 1950. 
Of the 42,405,000 individuals insured, 
3,021,000 were dependents. There were 
153,910 group life plans in effect at 
the start of this year. 

For their group life insurance, Amer- 
ican workers, their employers and 
trade unions paid $1,454,000,000 in 
premiums. 

During 1959, more than 2,968,000 
workers and 260,000 dependents were 
insured under a record 31,870 new 
programs for $12,317,000,000 of group 
insurance. 

Group annuities guaranteed future 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units ef half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 

THE NATIONAL UNDERWRITER— 
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HOME OFFICE MANAGER 
| 


Here is real opportunity for a man with 
| experience in the internal operations of 
| the home office of a small life insurance 

company. This is a new company, having 

commenced business in 1960. Over two mil- 

lion dollars of insurance was written in the 

first 3 months of operation and a strong 
| capital and surplus position will permit 
| rapid expansion. Located in the midwest, 
| this company offers an excellent opportun- 
| ity for a man who desires to be in on the 
| ground floor and assist in building a life 

insurance company. Write Box S-21, c/o 

National Underwriter, 175 West Jackson 
i Boulevard, Chicago 4, Illinois. 


Laaasupregomeunanebensenranaaunmuentuhiineindl 4 





INSURANCE—DIRECT MAIL 
SPECIALIST 


Strong, aggressive Midwest company expand- 
ing into direct mail life and A & H field. 
Excellent working conditions, wide benefits . . . 
great challenge for man who wants to create 
his own future! Experience in direct advertising 
with sound insurance background required to 
develop, produce, supervise program. State ex- 
perience, salary requirements. Your reply held 
in close confidence. Address Box S-25, c/o 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 








OPPORTUNITY IN ENGLAND 


Opportunity for administrator and trainer, age 
30-40, with three or more years in life insurance 
for an established General Agency in London, 
England, office of American company. Salary 
commensurate with experience and ability in 
recruiting, training and supervision of new 
agents for the civilian market. Submit a resume 
of training, insurance background and pro- 
duction figures. Reply Box S-40, c/o National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, i. 











OPPORTUNITY 


Top level Supervisor, C.L.U., presently with large 
N.Y.C. agency, well experienced in key areas 
of agency management, training and recruiting, 
excellent sales record looking for an advancement 
opportunity as General Agent or possible Co. Gen- 
eral Agent. Reply Box S-53, c/o National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











annual income of $1,725,000,000 to 4,- 
180,000 persons under 7,780 group 
annuities programs at the start of 
1960. Employer-employe funds invested 
in group annuities last year totaled 
$1,285,000,000. 

Health insurance coverage of all 
types made great strides during the 
1950s, the institute said. For their 
A&S coverages, employers and em- 
ployes paid $2,560,000,000. 


Disability Income Total 


Disability income coverage was 
second to group life in the number of 
workers insured at the start of this 
year for a total of 20,894,000. Acciden- 
tal death and dismemberment group 
plans insured 19,703,000. Surgical bene- 
fits covered 17,128,000 employes and 
hospital expense, 16,670,000. 

On the basis of total persons cover- 
ed, employes and dependents, the A&S 
coverages ranked as follows: surgical, 
45.3 million; hospitalization, 44.8 mil- 
lion; medical expense, 26 million; ma- 
jor medical plans, 13,899,000, and 
comprehensive major medical insur- 
ance, 6.5 million. 


Faulkner Comments On 
Terminology Letter 


(CONTINUED FROM PAGE 2) 

not an easy thing to secure agreement 
even as to the proper generic name 
for the business. Last December, after 
careful exploration of the various 
alternatives among such commonly 
used designations as “accident and 
health insurance,” “accident and sick- 
ness insurance,” “sickness and acci- 
dent insurance,” “disability insurance,” 
and “health insurance,” the committee 
came to the conclusion that “health 
insurance” not only most appropriate- 
ly describes the whole business, but 
that wide usage dictates the commit- 
tee’s recommendation of that designa- 
tion. 

The commission is not intent upon 
overturning ancient shibboleths, 
attempting to impose academic judg- 
ments on the business or the public. 
We recognize that language is a liv- 
ing, growing thing and that “Diction- 
aries do not make language. Language 
makes dictionaries.” Accordingly, we 
seek to help along the evolutionary 
process of persuasion to gain adher- 
ence to it. 


Interpreted By Courts 


Mr. Maclean makes the good point 
that many insurance words and 
phrases have been interpreted by the 
courts and are included in statutory 
law. This, of course, argues against 
precipitant change. However, laws, law 
makers, and judges are not static. 
Some lawyers wonder today whether 
the doctrine of stare decisis is not 
more honored on the breach than in 
adherence by court to precedent. Un- 
der all of today’s circumstances, a 
truly objective effort to reduce the 
confusion existing in insurance term- 
inology seems worth-while. 


Seeks To Start Business Early 
American Central Life & Disability 
of Louisville has called a stockholders 
meeting for July 15 to ask approval to 
start in business before all 500,000 
shares of the stock have been sold. The 
last Kentucky legislature passed a law 
permitting life and A&S companies 
to begin operations when they have 
$125,000 capital instead of having to 
wait for the sale of al! shares. 
American Central is selling 500,000 


nor . 
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shares of $1 par at $8.50. When the 
first 125,000 shares are sold, the com- 
pany intends to go in business, and 
hopes to start within 90 days after the 
stockholders meeting. 

G. R. Wilmot is president of Amer- 
ican Central. American Agency Sys- 
tem is handling the stock sale, which 
began in March. 


Eppley Elected To Head 


Indianapolis Managers 

G. William Eppley, Prudential, was 
elected president of Indianapolis Gen- 
eral Agents & Managers Assn. at the 
annual meeting at Lebanon. Other new 
officers are James T. O’Neal, Great- 
West Life, vice-president; Hilbert 
Rust, R.&R. Service, secretary, and 
Alexander Phillips, State Mutual, 
treasurer. 


Switch Site Of Meeting 


Of Insurance Counsel 

Because of a strike of employes at 
the Green Brier, White Sulphur 
Springs, W. Va., the annual meeting 
of International Assn. of Insurance 
Counsel was switched on 24 hour not- 
ice from that location to Atlantic 
City. The convention is being held 
Thursday, Friday and Saturday of 
this week. 


Albany Agents Name Miller 


Jack C. Miller, Connecticut Mutual 
Life, was elected president of Albany 
Life Underwriters Assn. at its annual 
meeting in the Normanside Country 
Club. 

Other officers elected were Albert 
W. Forman, Manhattan Life, 1st vice- 
president; Rodney B. Miller, Mutual 
Benefit Life, 2nd vice-president; Jo- 
seph S. Cannava, Connecticut General, 
secretary, and John D. DeBeVoise, Mu- 
tual Benefit Life, treasurer. 

Directors elected were Robert Calla- 
han, Prudential; Robert F. Famularao, 
Metropolitan Life; Herbert D. Frein- 
berg, Continental Assurance; Richard 
F. Bruno, New York Life; John H. 
Clyne, Phoenix Mutual Life, and Mari- 
on I. Gilmore, John Hancock. 


Lutheran Brotherhood Meetings 

More than 400 general agents and 
district representatives of Lutheran 
Brotherhood are attending a series of 
three-day, regional educational con- 
ferences during June and July on the 
following schedule: 

June 19-21, Nippersink Manor, Gen- 
oa City, Wis.; June 23-25, French Lick 
Hotel, French Lick, Ind.; June 28-30; 
Brockway Hot Springs Hotel, Lake 
Tahoe, Cal.; July 7-12 (two groups), 
Grand View Lodge, Gull Lake, Brain- 
erd, Minn.; July 21-23, Stanley Hotel, 
Estes Park, Colo., and July 27-29, Bed- 
ford Springs Hotel, Bedford, Pa. Top 
officials of the society are speakers at 
the conference. 


Two Win Honor Awards 

Jacob F. Bryan III, president Inde- 
pendent L. & A., Jacksonville, Fla., 
has been designated “Man of the Year” 
by Florida Assn. of Life Underwriters. 
The award is given by the association 
each year to a person other than a 
life underwriter “in recognition and 
appreciation” for outstanding service 
to the life insurance profession. An- 
other Jacksonville man received the 
second top award. He was James C. 
Fogarty, Acacia Life Manager, who 
was selected for the C. G. Snead Mem- 
orial Award, which honors the late 
Mr. Snead, a founder and president 
of Independent L.&A. 
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Faulkner Gives Views 
On Aged A&S Bill 


(CONTINUED FROM PAGE 1) i 








business in providing A&S coverag 
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for the aged, both group and indivj 


dual A&sS, and called attenttion to 











sharp increase in group coverage 4 
the aged, especially the retired age 
since 1952. ; 

“For example,” Mr. Faulkner sai 
“the increasing effectiveness of volug 
tary programs is demonstrated in | 
recent survey of private employe beng 
fit programs in New Jersey. Of th 
538 plans reporting, 94.9% of today 
employes will have hospitalizatig 
coverage available to them after 
tirement. This contrasts with 42.6% j 
1950 and 17.5% in 1940.” 
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He also told the committee th; 
individual A&S insurance for retire 
persons providing lifetime coverage 
a guaranteed renewal basis is wide 
available. 
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Extent Of Need Not Established 


“Despite the remarkable progre 
made by voluntary insurance, there 
doubtless a small residual group amoy 
the aged for whom costly illness 
present a serious problem. Howeve 
the dimensions of this problem ha 
never been adequately establishe 
There is increasing evidence that th 
conclusions reached by some about th 
status of the aged and manner 
which their health care is finang 




















data p! 


« 
work—: 
litions 
pver 40 
bremiur 
broduci 
more th 
Each 
aster 













olon 





are not well-grounded because th 
are premised on fragmentary, inad 
quate, and incomplete data. 

“In the absence of positive pro 
that a majority of our aged are unak 
to provide for their own health ¢ 
needs, we submit that it is social 
and economically undesirable to ado 
a government plan providing heal 
care coverage for all retired indiy 
duals as a class.” 


Broad Discretion Allowed States 


Discussing the House bill, Mr. Faul 
ner said: “HR 12580 seeks ‘to ass 
aged persons who are not eligible { 
public assistance, but do not have t 
means to pay their medical bills wh 
illness occurs or continues.’ The 
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seeks to accomplish this objectifie 


within the framework of a fede 





state program with broad discretifK 


allowed the states. 


“The insurance business has lds 


supported the concept that older p 
ple who are unable to finance 
cost of health care for themselves 
cause of limited financial means sho 


have assurance that health care 
available to them when they need® 
To that end we have supported pul 


assistance programs to supplement 
efforts of private agencies. 


“To the extent that this principlem 


embodied in HR 12580, we support 


bill. However, HR 12580 could be ifm 


plemented by the states through 


use of such liberal eligibility tests 


to provide health care assistance 
individuals and families who mi 
otherwise provide for their own he 


care through insurance. The insuralie 
business opposes any program, at [@ 
eral or state level, which would pm 


duce such a result.” 














Minnesota Agents Elect 


Minnesota Assn. 
writers has elected Herbert F. Misch 
Equitable of Iowa, president; Carl 
Gauck, Northwestern National, 
president; Francis R. Olsen, No 
western Mutual, secretary, and 
Peter Devine, Occidental Life of @ 
ifornia, treasurer. 
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Views W.Y. Life Records On Tapes By Midyear, 1961 Mae Watson, Kotz & Watson, Syra- Endowments Owned By 
1] gas! ane Pe . ne to the board were John U.S. F amilies N umber 

ers, president o / elch, vice-president of United “772 
GE 1) New York Life, Siates Life, and Harold J. Shackeiton, Near 30 Million Plans 
cS coverag ; _ foreground, re- Connecticut General Life, Utica. Nearly 30 million endowment insur- 
and incivh +: j ay ceives a lesson on Other members currently serving @nce policies are owned by American 
ittion to oe 4 the workings of terms are Francis T. Curran, chair- families and are maturing at the rate 
coverage § + ore the RCA 501 tran- man, Commercial of Newark; J. F. Of 900,000 annually, according to In- 
etired aget — fe sistorized comput- Follmann Jr., director of information ‘stitute of Life Insurance. 

j di “J er from John L. and research, Health Insurance Assn.; Last year, $632 million was paid to 
ulkner sa y , % Burns, president John P. Hanna, general counsel, HIA; PoOlicyholders under maturing endow- 
ss of vol aes ‘ of Radio Corpora- Earl R. Trangmar, field sales aides Mments. Purchases of new endowment 
trated in | gar ey tion of America, vice-president, Metropolitan, and Eli- Contracts totaled $2.6 million. The ag- 
1ploye beng oy, as the first of three zabeth Slawsky, secretary of the N. Y. 8regate ownership of these plans is 
sey. Of th ; é _ y such units are put insurance department. now somewhat less than $40 billion. 
@ of toda SSS. dll, ao into operation at The advisory board was established | About one-fourth of the endowment 
spitalizatia MO fl Kay . the home office. to advise the insurance department on insurance in force is under retirement 
m after rj ages vé , The three new licensing tests in the field of A&S in- income policies. 
ith 42.6% LY. computers, com- surance. : a 

Ds ' bined with two — To Honor Horman At Dinner 
mittee — th _ RCA Bizmacs and Syracuse Blue Rate Boost S. L. Horman, vice-president of 
. for retire in IBM 705 al- : Time of Milwaukee and recent recipi- 
coverage ( Lo ready in use, will Hearing Scheduled July 22 ent of the Harold R. Gordon memorial 
sis is wide ; give New York The New York department has award, will be honored at a dinner, 

Life what the company believes will be the largest non-government electronic scheduled a hearing at Syracuse July July 19, by Milwaukee Health Insur- 

ished data processing installation in the world under a single roof. 20 on the application of Group Hos- ance Underwriters. Principal speaker 

pital Service of Syracuse (Blue Cross) will be Rep. Thomas B. Curtis of 

le progre (CONTINUED FROM PAGE 14) with from 130 to 1,000 characters. By for approval of rate increases averag- Missouri, who has been one of the 

nce, there @york—some 10,000 policy changes, ad- putting all of this on magnetic tape, ing 34.98%. The filing also proposes leaders in blocking Forand legislation 
Zroup amomitions and deletions; updating of well the company will eliminate four basic increases in benefits. in the House. 


illness mapver 40,000 records in accordance with punch-card files—premiums, policy 
n. Howevapremium and interest payments, and loans, names and addresses, and com- 
roblem haproducing edited data on tape to print missions—plus four subsidiary punch- 





establishegmore than 40,000 premium notices. card files. With the elimination of the seis 
nce that t™ Each policy record in the company’s 13 million cards, New York Life will <CNRAIIRR oe. 
ne about tamaster file contains 16 to 60 items, have virtually no manual records. ¢ 

manner 1/4) A) A VD de ot 


is finangcolonial Life’s Managers Six New Members Added 
ecause th)avis And Ruben Honored To A&S Advisory Board 


ane ing’ Two retiring Colonial Life managers Six new members have been ap- 
sitive pro Thomas W. Davis, San Juan, P.R., pointed to the New York insurance 
a axe wall nd Reuben Hill, Camden, N.J.—were department’s advisory board on acci- 
health 2 honored at a dinner given by a group dent and health insurance examina- 

mf Colonial managers at Leone’s Res- tions. At the same time two members 


Bog Pog aurant in New York. Mr. Davis, who were reappointed for additional terms. = se the Joe Salesm 
iding healff®S been with Colonial for 34 years, The new board members are J. M. ; 
bine d ie diy as been manager at Charleroi, Pa., Wickman, vice-president of Mutual 


Pittsburgh, Harrisburg, Brooklyn, Ja- Life of New York; Oakley Baskin, B. F. 
aica, N.Y., Jersey City, New Bruns- Helmbrecht agency of Mutual Ben- 
States ick, N.J., Elizabeth and New York. efit H.&A., Buffalo; Arthur J. Rau- 
1. Mr. Faull: Hill, a 29-year Colonial veteran, mann, Guardian Life, New York; Cecil 
i sn od as been manager at Trenton, Allen- Rogers, New York Life, Binghamton; 
t eligible { own and Easton, Pa. Charles J. Sellers Jr., Buffalo, and 
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Aetna Leaders Qualify For Regional 


(CONTINUED FROM PAGE 1) 
qualifying for the honorary group 25 
times or more, and 25 Veterans, who 
have qualified for attendance at 10 
meetings, were given special recogni- 
tion at the opening session. 

Honor Guardsmen were Arthur E. 
Hicks, Rudolph LeBoy and E. C. Wil- 
liams, all of Chicago; Charles H. 
Greeley, Des Moines; A. B. Harris and 
James C. M. Wade, both of Indiana- 
polis; V. John Krehbiel and Kenneth 
H. Mitchell, both of Los Angeles; 
Harley F. Berry, Omaha; Julian S. 


Marshall, Spokane; S. H. Friedman, 
Tulsa, and Ivan D. Chubb, Wichita. 

Robert B. Coolidge, senior vice- 
president, was opening speaker at the 
first business session for which Rich- 
ard F. Fuchs, general agent at Denver, 
was chairman. 


Opening New Opportunities 


Mr. Coolidge, tracing the develop- 
ment of life insurance over the past 
100 years, said it originally found pub- 
lic acceptance only as a way to meet 
minimum needs. Today, family men 



























The answer in part may be 
insurance he himself owns — More than $100,000 — or 
in the amount he sells — over three quarters of a million 


dollars per year. 
Who is the man? He is the 


leading producers for last year. 
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seen in the amount of life 
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are thinking in terms of what kind 
of life they must have for their fam- 
ilies and for their own retirements. The 
fact that “wants” are rapidly becom- 
ing “demands” is opening up great 
new opportunities for life agents with 
programing tools to satisfy these de- 
mands, Mr. Coolidge said. 

In a discussion of the sales potential 
in business life insurance, Floyd F. 
Saliman, Denver, pointed out that 60% 
of the more than 10 million businesses 
in the nation have no business insur- 
ance of any type. 

William H. Doelle, Grand Rapids, 
predicted continuing expansion in the 
group insurance field. Citing statistics 
that showed that, on an average, high- 
ly successful agents wrote relatively 
large amounts of group insurance, he 
emphasized that group contacts often 
lead to ordinary sales as well. 


Life Insurance As Investment 


Thomas J. Wolff, Hartford, analyzed 
the challenges posed for life insurance 
by an inflating economy. Describing 
the pitfalls of the “term insurance- 
and-invest-the-difference’”’ approach, 
Mr. Wolff used graphs and charts to 
back up his conclusion that life in- 
surance is a sound investment even 
during periods of inflation. 

Senior Vice-president John A. Hill 
was lead-off speaker for the second 
session with Max D. Shriver, Kansas 
City general agent, as chairman. 

Mr. Hill discussed company-agent 
relationships and previewed forthcom- 
ing developments in the life insur- 
ance field during 1960. 

Robert M. Connelly, San Francisco, 
now in his second full year in the life 
business, said that confidence is the 
“make-or-break” element for men be- 
ginning insurance careers. 


Solving Prospecting Problems 


Stuart M. Place, general agent at 
South Bend, said his agency had found 
salary budget business a solution to 
prospecting problems. Not only can 
salary budget selling provide a dozen 
or more interviews in one morning, he 
said, but many referred leads among 
employes’ friends and relatives may be 
obtained. 

Hubert R. Enders, manager of A&H 
sales, told the Regionnaires that too 
many people have failed to insure 
“that which has the highest monetary 
value of all things—ability to earn in- 
come.” He said A&S insurance is the 
only way to protect income adequately 
during periods of disability, and that 











0 TERM WITH MUTUAL FUNDS! 


Our modern and qualified representatives are selling a balanced program of savings and family protection (guaranteed 
dollars) along with an equity investment (variable dollars) in mutual funds. This program does not make use of term 
insurance—in fact, we have yet to sell that first program consisting of this temporary class of insurance. Instead, various 
forms of permanent insurance are used, and in record breaking policy sizes! If you are desirous of letting mutual funds 
carry you to new heights in solid life sales, average policy size, and commission income—with field proven sales mate- 


rial—then write me immediately. 
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no ‘insurance program is comple 
without it. Yet, he added, most me 
will not voluntarily buy this cove 
age. legal 

“Life representatives like you mug impr 
show them their very real need fof th 
A&sS insurance,” he said. “Tr 

Ralph E. Carpenter, Delano, Calfpegin 
said life insurance men should engsolve 
phasize the “human value” in thefinevit 
sales approach. forms 

“Emphasize the fact that a 30-yeagicarty 
old man earning $6,000 a year, wifare a 
make $210,000 before retirement, evg§ing n« 
if he never gets another raise. Wheifrecent 
is the value then? In his car or hgmende 
house? The big value is in him, tificy gt 
human value. He can protect that valploye, 
ue only through life insurance,” Mifevel t 
Carpenter declared. with t 
that to 
his ha 
















Actual Issue Date Governs 


“ee i“ W 
Suicide Clause’s Duration ee 
WASHINGTON—T he Suprengance a 
Court has refused to review the cagthan a 
of Byram vs Equitable Society, invol™ Adec 
ing a dispute over whether the runnigjyal ba: 
of the suicide clause should start wiffinsurar 
the “register date” of the policy whigKituatic 
was made earlier than the actual issit the 
date so as to get a lower premium rafplan o1 
The company contended that tipitfalls 
actual issue date should govern tiher pe 
suicide clause’s duration. It was ugbointm« 
held by the federal district court at tifealizin 
circuit court of appeals. ind as 
= hat su) 


Boas Heads Boston General ’e 


“So tl 
Agents & Managers Assn. §, me i 
Robert W. Boas, John Hancock, w@prospec' 





elected president of Boston Genegponent 
Agents & Managers Assn. during tifalue fo 
annual meeting at the CorinthigTo this 
Yacht Club. 

Other officers elected were John 
Meehan, Mutual of New York, vis 
president; Nino Siracusa, Phoenl 
Mutual Life, secretary, and Paul § 
Saint, Home Life of New York, tre 
urer. | 

Directors elected were Elmer § 
Demarest, New York Life, and Janjl 


R. Greaney, Connecticut General. 


f 








Elect Stottrup President 
Of Illinois A&H Assn. 


Illinois Assn. of A&H Underwrite 
which held its annual meeting at 
cago in conjunction with the intem 
tional association convention, elec{ 
S. B. Stottrup, Mitual Benefit H.8 
Decatur, president. He succeeds W 
liam Eyre, Illinois Mutual L.&C., Ped 
ia. 

New vice-presidents are Henry 
Truemper, Mutual of New York, 4 
rora, and Martin Haueisen, Washingt 
National, Chicago. James Underwot 
Mutual Benefit H.&A., Peoria, is s4 
retary-treasurer. 


Lyle Morrison Heads 


Grand Rapids Agents 

Grand Rapids Assn. of Life Undé 
writers has elected Lyle B. Morris 
Great-West Life, president to succé 
Edward R. DeYoung. Other new of 
cers are Willard A. Steketee, Met 
politan, vice-president; Wendell 
Smith, Travelers, reelected secreta 
and I. Perry Crow, Lincoln Nation 
treasurer. 


Prot 


Southeastern Life (Miss.) Moves 

Southeastern Life of Hattiesbu 
Miss., has moved into a new home § 
fice building costing $245,000. 1 
pastel-colored structure is completé 
air conditioned, has an automa 
elevator, a sprinkler system and 
parking lot with facilities for 50 ca 
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is comple 
, most me 
this cove (CONTINUED FROM PAGE 6) 
legal ground—but not as respects the 
e you mugimpression that is created on the mind 
al need fof the individual. 
“This pruning process, which now is 
elano, Caipeginning to attract attention, helps 
should enisolve some of the cost factors that are 
ie”? in thejnevitable from ages 55 to 65 for all 
forms of fringe benefits, said Mr. Mc- 
t a 30-yeagicarty. “Group term life insurance costs 
a year, Wifare a problem when it comes to find- 
ement, eva@ing new jobs for the aged. One of our 
raise. Whegrecent governors in New York recom- 
; car Or h™mended a paid-up life insurance pol- 
in him, ticy guaranteed to every retiring em- 
ect that vaiploye, but no one has thought of a 
irance,”’ Mijevel premium policy to be transferred 
with the employe from job to job so 
that to the extent of that policy amount 
Yovernsfuis handicap in getting a job in later 
i life will not be aggravated because 
tration premiums rates on group term insur- 
Suprengance are nine times higher at age 60 
ew the cagthan at age 25.” : 
‘iety, involg Adequate counseling on an individ- 
- the runnigual basis with permanent forms of life 
ld start wifinsurance takes the sting out of these 
policy whigsituations, said Mr. McCarty. The nurse 
- actual iss—mt the hospital can elect to join the 
remium rafplan or not, with her eyes open to its 
ed that tpitfalls and virtues, and can govern 
govern ther personal program without disap- 
It was wpointment. The college professor, once 
t court at tmealizing the truth, can make up his 
ind as to his chances of being the one 
hat survives or one of those doomed 
0 be eased out or forced out. 
General “So the pattern of the ’60s that comes 
s Assn. ome is this: The needs of the whole 
Tancock, wprospect—as contrasted with his com- 
‘ton Genegponent parts—are the essence of cash 
.. during tgalue forms of life insurance,” he said. 
. Corinthig‘To this I would add the essential in- 
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Stresses Individual Nature Of Life Cover 


gredient of personal understanding by 
the individual of the plans that affect 
him. Without a life insurance expert 
available on the scene in a face-to-face 
interview, the gifts of the employer 
may fail to live up to their good inten- 
tions. 

Mistrust Hard To Halt 


“Mistrust once started is not easily 
halted. Without personal communica- 
tion, there are some tears in the offing 
and some very unhappy people in the 
making by the mass techniques now in 
vogue. Some of these people may be 
in the life insurance business if they 
can’t make the application of the plan 
as clear to the worker as it is to the act- 
uary and the executive who designed 
it. 

“The mass distribution of life insur- 
ance and annuity plans to solve the em- 
ployment problems of industry may 
well be the spotlight that focuses the 
need for a personal representative to 
the insured. The problems that are 
solved by the rise of mass sales usher 
in the need for individually owned 
permanent programs. 

“I see the tears of disappointment for 
the insured being avoided by the re- 
turn of the agent to his market and to 
a greater esteem in the eyes of the 
public—and he’d better be competent.” 


Drop Southern United Suit 


The suit against the directors of 
Southern United has been dismissed 
by a circuit court of Montgomery, Ala., 
with the consent of the stockholder 
who filed it. 

W. Clyde Jennings, former chairman 
of the company, who started the suit 
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Joseph E. Boettner, C.L.U., President 


Address inquiries to the Agency Department 


Philadelphia L ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 














PLICO 65 


FLEXIBLE FOR 
MODERN NEEDS 


James H. Burdick, Agency Vice-President 
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last September, agreed to drop his 
charge, stipulating that there was no 
mismanagement of company opera- 
tions by the directors. At the same 
time, the directors agreed to take no 
legal action against Mr. Jennings for 
his part in filing the suit. 

The court found that the insurance 
superintendent’s requirements had 
been met by the company and that 
stockholders have been given a fi- 
nancial report. 


Cleveland Life Assn. 
Elects New Officers 


Cleveland Life Underwriters Assn. 
has elected James H. Brennan, Pru- 
dential manager, president; Robert 
E. Bond, Sun Life of Canada, Ist vice-. 
president, and Henry B. Fields, bro- 
kerage manager Connecticut Mutual, 
treasurer. 

New business of Bankers Life of 
Iowa for May totaled $36,400,977 with 
ordinary insurance of $20,504,063 and 
group insurance of $15,896,914. May 
production brought the year-to-date 
total to $183,596,462—$109,284,606 or- 
dinary and $74,311,856, group. 
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International Society 
Proposed By Teachers 


An International Society of Insur- 
ance is being proposed by a special 
committee of American Assn. of Uni- 
versity Teachers of Insurance under 
the chairmanship of Davis W. Gregg, 
president of American College. A mail 
survey of interest in participation in 
such an organization is now being 
conducted by the committee. 

The proposed society, according to 
the committee, would be aimed at 
furthering insurance science, research, 
literature, and education. “It would 
open avenues of communication per- 
mitting the exchange of ideas among 
insurance educators.” 


Michigan General Agents Elect 

William Meyers, Fidelity Mutual, 
Detroit, has been elected president of 
Michigan Life Agency Management 
Assn. Alois Vincler, Metropolitan, Liv- 
onia, is vice-president, and Richard 
Budd, Liberty L.&A., Lansing, is sec- 
retary-treasurer. 

Appalachian National Life has been 
licensed in Indiana. 








Prospecting 


$100 to $1,000. 
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Short term trip accident policies are great little friend- 
winners. Our agents write hundreds of thousands of 
TRIPMASTER policies every year — and collect commis- 
sions on every one. But that's only part of it. 


Every buyer of an accident and baggage policy needs 
other kinds of insurance coverages too. Can you think of 
a better way of latching on ta a never-ending parade 
of prospects — for property insurance — liability — 
disability income — major medical or hospital? 


If your agency has no short-term trip accident program, 
why not write for information about TRI PMASTER 
(and other leading Acco health insurance programs). 


TRIPMASTER policies are issued’ for any period from one 
day to six months. Protection is world wide. Accidental 
Death and Dismemberment limits are $5,000 to $50,000. 
Accident Medical Expense limits $500 to $5,000. Baggage 
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business is booming 


What does it take to sell a tuba? Three things, as we 
see it. (A.) A customer who wants a tuba. (B.) A 
salesman who knows tubas. (C.) A tuba. 


We're particularly interested in (B.) above. It’s 
our firm opinion that the same fundamental rule 
applies to insurance as to tubas or turkeys or tubs. 
The man who sells a product or service is most 
successful when he knows a great deal about it. 


That is why Provident Mutual continually en- 
courages its agents to pursue L.U.T.C. and C.L.U. 
courses. In addition, the Company sponsors schools 
and seminars which cover a range of insurance sub- 
jects from basics to advanced underwriting. Add 


invaluable Field and Home Office training programs 
...and always-available advice from experienced 
Home Office personnel. The sum of all this is a very 
adequate program for agent know-how! 

Good tuba salesmen and Provident Mutual agents, 
then, have this in common: they both know their 
product. That’s why they know success. 


Provident Mutual 


Life Insurance Company of Philadelphia 














